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@ These “salesmen” work flat on their backs, but they 
carry a selling punch... because good printing has a 


Want to Start knack of telling a sales story dramatically, clearly, and 


repeatedly ... starting things for our real-life salesmen 

Something? to finish. New England Mutual maintains a continuous 
flow of up-to-date printing designed to suggest life insur- 
ance situations and needs. 
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Me isnt ofsen you ascover you have a 


*VE said it myself and you’ve probably said it, 
too: “‘Gee, I wish I had a rich uncle!”’ 
I had one for years and never even knew it. That 
is, I knew I had an uncle, all right, but—well, let 
me tell you what happened. 
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My father’s brother—Uncle Fred—was just a 
natural-born wanderer. He went to sea right after 
he got out of school and traveled around the world 
for years as an engineer on tankers and freighters 
and ships of all kinds. 


When I was a kid he used to stop at the house 
for a couple of days, sometimes for a couple of 
weeks. He used to bring me little souvenirs of his 
travels—Indian curios from Central America, a 
drum from Africa, coins and toys from Iceland and 
India, Portugal and Peru. He’d tell me about his 
adventures at sea, and we got along swell. 


Sometimes as he was leaving, Dad or Mother 
would urge him to “‘drop anchor” in our town, but 
he’d always smile and say maybe someday he 
would. 


Weeks or months later we’d get a card from him 
from Liverpool or Marseilles or Honolulu. He al- 
ways said the same thing on his cards. “‘Arrived 
safely. This is an interesting port.” 


A couple of months ago Uncle Fred died sud- 
denly on an inbound freighter just outside of San 
Francisco. Dad got busy at once making all the 
necessary arrangements and assuming the expenses. 


It was then that Mr. Ashley, a New York Life 


agent and a good friend of Dad’s for many years, 
came over and told us what Uncle Fred had done. 


It seems that back in the days when Uncle Freq 
used to visit us so often, he made up his mind to 
do something nice for me as a way of repa ying 
Dad and Mom for the kindness they’d shown him 
over the years. 


Uncle Fred had met Mr. Ashley over at our 
house and asked his advice. Between them they 
had worked out a plan. 


As Mr. Ashley himself said to Dad, ‘“The most 
sensible thing for him was life insurance. It would 
build up a fund for his own old age, so he would 
never be a burden to you. If he died, it would help 
to repay you for all you had done for him.” 


Mr. Ashley took some papers from his briefcase 
and gave them to Dad to sign. Dad looked at the 
top one, swallowed kind of hard and said, ‘Are 
you sure Fred carried this much life insurance?” 


“Quite sure,” Mr. Ashley said. ‘And your 
brother asked me—in case I ever had to get in 
touch with you about this—to give you two mes. 
sages. First, that he hoped you would apply part 
of the money you will receive toward his nephew’s 
education. And second, that he arrived safely in 
an interesting port .. .” 
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Dual Companies 
May Be Answer to 
New York's Sec. 213 


Plan Being Studied Would 
Free Non-State Insurers’ 
Outside Operations 


By ROBERT B. MITCHELL 


NEW YORK-—Splitting into two 
companies, one operating in New York 
state and the other outside, is being 
considered by some life companies that 
are licensed but not domiciled in New 
York state as an answer to their com- 
petitive situation in case the New York 
legislature fails to come through with 
adequate relief from the strangling 
tentacles of section 213, New York’s 
expense limitation law. 

It could also be the means by which 
companies neither licensed nor domi- 
ciled in the state could gain admittance 
without subjecting their “non-New York 
operations to New York’s expense re- 
strictions. 

The self-splitting course was, in ef- 
fect, followed by United Benefit Life 
of Omaha. United Benefit no longer 
writes business in New York state. That 
is handled by its running mate, Com- 
panion Life, formed several years ago 
for that purpose. The arrangement 
leaves United Benefit Life a freer hand 
outside New York. It doesn’t have to 
abide by New York’s rules in Ohio or 
Illinois while non-New York-licensed 
competitors compete for agents without 
any concern about what New York pro- 
hibits. 


Remedy Proved Practicable 


This self-splitting operation is natur- 
ally something that most companies 
would prefer to avoid, but Companion’s 
trail-blazing has shown that pulling out 
of the state isn’t the only answer to 
New York’s archaic restrictions. 

As a practical matter these two 
courses aren’t the only choices even 
under present laws. Some non-New 
York companies licensed in the state 
manage to meet competition elsewhere 
pretty effectively .by just going ahead 
and meeting it and letting the New 
York department worry about catching 
up with them. The New York law re- 
quires of such companies only “sub- 
stantial compliance” with section 213 
in dealing with agents and some com- 
panies are interpreting this quite broadly. 
They are reported to be paying sub- 
stantially more liberal advances train- 
ing allowances outside New York than 
they do within the state. 


Could Be Nullified 


‘There is, of course, more than a pos- 
ety that section 213 may be nulli- 

fied, as far as limitations on some agents’ 
commissions are concerned, by labor 
union efforts to get the courts to de- 
Clare that section 213 is unconstitu- 
tional to the extent that it attempts to 
limit compensation agreements arrived 
at through collective bargaining under 
the protection of the national labor rela- 
tions act. 

Irving Abramson, counsel of the In- 
surance and Allied Workers Organizing 
Committee, CIO, said in a statement 
filed with the Condon committee of the 
New York legislature at the hearings 
on section 213 revision held last No- 


BUREAU SEMINAR 





Major Medical Now Under; 
Way on Uncharted Seas 


NEW YORK—The problems in 
major medical expense coverage were 
reviewed at the Bureau of A. & H. Un- 
derwriters seminar here by J. Albert 
Burgoyne, assistant counsel Liberty 
Mutual; Robert E. Ryan, A. & H. su- 
perintendent Royal-Liverpool, and Paul 
H. Rogers, assistant secretary Aetna 
Life. 

Differences in cover at some points 
were reflected in the talks by Mr. Bur- 
goyne and Mr. Ryan, and Mr. Rogers 
declared that experience on _ blanket 
medical accident expense is not a Cri- 
terion of what may be expected in 
major medical expense. 

The underwriting or claim handling 
of blanket medical expense accident 
cover cannot be regarded as any kind 
of guide to the problems that will be 
encountered in major medical expense, 
Mr. Rogers said. In accident insurance, 
there is a minimum of selection against 
companies; self-inflicted intentional in- 
juries are very rare today. In the health 
field opportunity for selection against the 
companies is well known. 


Hard to Prove Preexistence 


A company may cover only sickness 
contracted and beginning after 15 days 
after the policy is issued, but the diffi- 
culties in proving preexistence of the 
causes are frequently so great that in 
about 30% ot the claims paid within 
the first year after the policies are is- 
sued it is reasonably certain the con- 
dition was in existence and probably 
known to applicant when the policy was 
applied for. The moral hazard shows 
for at least the first two years health 
and hospitalization policies are in force. 
While there is a certain degree of 
standardization on fees charged ‘by doc- 
tors for the more common injuries, in 
the health field this is not so. 

Perhaps the most fundamental prob- 
lem in major medical expense is select- 
ing the element which will fix the lia- 
bility of the company, Mr. Burgoyne 
said. Liberty Mutual in devising its 
blanket medical expense benefits de- 
cided not to require either disability 
or hospitalization. -It finally adopted 
the concept which imposes liability on 
the company for the payment of bene- 
fits on charges incurred while the policy 
is in force. Expense incurred and time 
incurred can be determined. This eli- 
minates the argument on when a sickness 
commenced. For accident cases the ac- 
cident still must occur while the policy 
is in force. On sickness ali questions 
of preexisting conditions are eliminated. 








vember, that “any attempt to prescribe 
limitation of wages for any employes 
or group of employes may well be in 
violation of renga constitutional 
prohibitions. While it is true that 
the legislature “has the power to con- 
trol rates, it certainly does not have 
the power to fix workers’ compensa- 
tion.” 

At the hearings last February, David 
I. Shapiro, associate counsel of the 
same group, said that section 1014 of 
the federal insurance act of 1945 specifi- 
cally excludes from that act the national 
labor relations law and the fair labor 
act of 1938. 

In answer to a question from As- 
semblyman Dwyer of Brooklyn, Mr. 
Shapiro said that the federal insurance 
act prohibits interference with the labor 
relations act and the fair labor act not 
only in future legislation but in existing 
laws as well. 


There is no limitation on any specified 
services. It is required only that the 
services be required only for such care 
and treatment of the individual as is 
necessary to restore him to a state of 
health. These charges must be “rea- 
sonable” and must “necessarily incur- 
red.” ; 

The policy, with $300 or $500 de- 
ductible, requires 25% coinsurance al- 
ways, to guard against assumption of 
liability for any and all expense incurred 
and to counteract the tendency to in- 
flate medical charges when insurance is 
available. That percentage has proved 
quite satisfactory so far. 


_ The deductible is applied but once 
for each separate condition. This elim- 
inates bilis which do not reach major 


proportions and avoids duplication of 
the average benefit payment available 


under other coverage, individual or 
group. 

Unquestionably higher deductibles 
will be made available, because there 


are those who will want protection only 
for the real catastrophe cases and be- 
cause benefit levels under group policies 
are being pushed by a variety of influ- 
ences, Mr. Burgoyne said. Maximum 
benefits are $2,000 and $5,000. When 
results show higher maximums can be 
offered with relatively little increase 
in cost, undoubtedly they will be. 

The coverage contains the usual war 
and air travel exclusions and excludes 
workmen’s compensation. Maternity is 
not excluded, neither are mental and 
nervous disorders, though the latter pre- 
sent certain dangers because of the un- 
derwriter’s inability to foresee in most 
cases the possibility of their develop- 
ment. 


Fears Empty Corridor 


Mr. Burgoyne’s company has not felt 
that an absolute elimination of dupli- 
cation with hasic A. & H. cover is 
either necessary or practical. A de- 
ductible amount fixed at the proper 
level is always required. Incidental 
overlapping is not serious. In every 
major medical case incidental non-re- 
imbursable expense undoubtedly will 
exceed the amount of any double bene- 
fits recovered. The coinsurance clause 
prevents 100% recovery of incurred ex- 
pense in almost every case. 

The company does fear that complete 
elimination of duplicated benefits might 
create a corridor between basic insur- 
ance and major medical cover—a non- 
reimbursable area of expense. A de- 
mand would then be created for insur- 
ance to provide protection within the 
corridor, which could adversely affect 
all efforts to underwrite major medical 
cover successfully. 


Availability of Facilities Is Factor 


Presence or absence of adequate hos- 
pital and medical facilities and the ex- 
tent to which hospitalization is thought 
to be a routine part of required medical 
treatment in the locality would seem 
to exert some influence on the premium 
rate. Income level of insured or his 
employment classification may also have 
an influence, though at present there is 
not an adequate base for such rate re- 
finements. 

The coverage is written on individ- 
uals with incomes down to $4,000 to 
$5,000. The company believes that 
working with the very substantial groups 
in the $4,000-$15,000 income it can es- 
tablish basic principles for writing of 

(CONTINUED ON PAGE 20) 


Brokerage Business 
In Largest Cities 
Has Dropped Off 


Reflects Consumer 
Resistance, Slump in 
Several Big Industries 


There are a number of factors con- 


tributing to the general decrease in or- 


dinary production in March in the 
eight largest cities of the land, and a 


salient feature seems to have been the 
decrease in life business from 
insurance brokers in the cities. 


general 
Broker- 
age men have no pat explanation for 
this beyond their general impression 
that life insurance is growing harder to 
sell and general brokers, 
accustomed to the necessity 
sive sale of life insurance, 
up against resistance 
enough to. stop 


being less 
of aggres- 
are coming 
which is strong 
them, but is not 
strong enough to halt full-time life 
insurance men. Most of the offices re- 
porting decreases in brokerage say that 
full-time production has held up much 
better. 

This is one way of accounting for 
the report of L.I.A.M.A. that ordinary 
business was 11% ahead for March and 
for the first three months countrywide, 
but the eight largest cities were off from 
5 to 30% in March ordinary sales. 
Cleveland was the only town to show a 
gain for the first three months. The 
drop-off in brokerage business, which 
is of strong significance in most of 
the large cities, may be a reflection of 
the ‘greater sensitivity of the cities to 
business conditions, either actual or 
rumored. Consumer resistance has been 
noted in many businesses. The textile 
business in New York City and the 
automobile business in Detroit may be 
partly responsible for the down trend 
there in life insurance sales. Merchan- 
dising, both wholesale and retail has 
been very poor in Chicago, activity in 
the important drygoods district has 
been very slight. At Chicago, the im- 
portant ‘meat packing industry is in a 


slump. There is talk among employes 
of the larger packers, of large scale 
lay-offs. 


A limited sampling of life agencies at 
Chicago, the majority of which are 
mixed brokerage and full-time, showed 
that where full-time organization busi- 
ness was about the same or ahead oi 
March a year ago, the brokerage busi- 
ness was generally about 30% off, Fire 
and casualty agencies with life de- 
partments have suffered a drop in life 
writings. 

Part of the decline of big city busi- 
ness may be due to the fact that com- 
panies have been working against a 
sizable increase in ‘business they ex- 
perienced a year ago, at least some of 
which was due to getting military busi- 
ness in under the war clause deadlines. 
This war business was considerably 
greater in the big cities than in the 
other areas. Full-time writings are prob- 
ably off somewhat in the cities, ‘but 
this is hard to check. 

Ordinary business on the whole was 
11% ahead for March and for the first 
three months, despite the slump in 
the large cities which meant that in 
the smaller towns and rural districts 
business was better than a year ago and 
there was no reflection of any busi- 
ness “slump” there. 
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Let's Simplify Policy Language or 
Tell Public Why We Can’t - Stamper 


Ba lively public relations committee 
f Life Insurers Conference headed by 
Powell Stamper, 
assistant vice-pres- 
ident National 
L. & A., this year 
suggests that seri- 
ous study be given 
to the possibility of 
simplifying the pol- 
contracts them- 





icy 

selves. It was this 
committee which 
will be remem- 
bered last year as 
proposing to the 
conference that 


considera- 
tion be given to 
modernizing some 
of the terminology and methods in 
the business. Last year’s report had a 
considerable impact and the committee 
has since then been requested to work 
with committees of Life Insurance Ad- 
vertisers Assn. and L.J.A.M.A. and to 
participate in the public relations sym- 
posium to be conducted by L.I.A.A. and 
Institute of Life Insurance in New York 
next month. 

‘Mr. Stamper stated that his committee 
fully realizes that each of the provisions 
of today’s policy has a reason for being 
there and that the technical phraseology 
which is used is designed to protect 
both policyholder and company. The 
committee is fully aware that these 
statements and provisions have been 
drawn to comply with laws, prevent 
misunderstandings and to carry out the 
purposes of insurance. In other words, 
his committee has made it plain that 
it intends no criticism, either real or 
implied, for those who have written the 
policies as they are today. 

However, Mr. Stamper stated in his 
report, “we believe there is an impor- 
tant public relations matter involved. 
Every comedian who seeks to be funny 
at the expense of any kind of insurance, 
every speaker on the subject, writers 
who write our- business, even those 
favorably inclined toward us invariably 
find subject matter in the policy con- 
tract.” 


Powell Stamper 


Quotes Two Cases in Point 


He quoted from two speeches of per- 
sons addressing life insurance audiences. 


In one speech last fall at the L.I.A.A. 
meeting in Williamsburg, Va., Bernice 
Fitz-Gibbon, advertising and _ publicity 


manager of Gimbel’s, in referring to the 
policy contract said, “the big print giveth 


and the little print taketh away.” On 
the same program, Mr. Stamper said 
that Robert Gunning, public relations 


and research man from Chicago, said in 
his speech, “the biggest public relations 
job the life insurance business could do 
would be to write policies that people 
could read and understand.” 

Mr. Stamper comments that these 
were just two sentences from two fine 
speeches in which there was much favor- 
able to life insurance, but the next day 
and the next week the press picked up 
featured these two statements. The 
trade journal, Printer’s Ink, quoted just 
the one sentence from Mr. Gunning. 
“And it was ‘ever thus.” Mr. Stamper 
said. 


Couldn’t Phrasing Be More Simple. 


“ 


Mr. Stamper commented further, “a 
policy contract is a written contract 
covering a deal between a company and 
a policyholder. A certain amount of 
money is to be paid in a certain way 
to a certain person at either a certain 
or an uncertain time. To guarantee this, 
the insured person agrees to pay cer- 
tain premiums. This, of course, is over- 
simplification, but couldn’t we phrase 


a policy that would state it more simply 
and in simpler words than we are using 
today? 


He reported reading an article in the 
magazine, “Sales Management,’ a few 
months ago about simplifications which 
Sears Roebuck & Co. has worked out 
in the automobile policy sold through 
Allstate. One of the editors of the 
magazine gave the article its title which 
was, “Sears Strips Legal Yak-Yak from 
Its Insurance Policy.” 

It was pointed out in the article that 
the revised policy is “in plain American,” 
and is 41% shorter than the old version; 
that it is printed in larger, more read- 
able type, with liberal white spaces and 
with 12 illustrations, 


Say Policy “Will Sell Easier” 


In the final paragraph of the story, 
a Sears executive is quoted as saying, 
“in developing this new, concise, clear- 
cut policy, we have performed a real 
service to the insurance industry and 


to the insuring public. I think our 
policy will sell easier, too,” to which 
the editor who handled the magazine 


“We think so, too. We 
never bought a policy to get a lot of 
lawyer’s Greek, flub-dub, or something 
out of Alice in Wonderland.” 

Mr. Stamper indicated that the com- 
mittee realizes that it isn’t that simple 
and possibly in the final analysis that 
there is nothing can done about sim- 
plifying the contract, but the committee 
does suggest that before the possibili- 
ties are given up, a thorough study be 
made with the idea that if there is any 
simplifying that can be done, the Life 
Insurers Conference companies will do 
it. If it can’t be, then the com- 


article added: 


panies have a real public relations job 
to do in selling the public on that idea. 


Hancock Increases 
Agent Commissions 


John Hancock has increased agent 
commissions 5% in its general agencies 
on policies to $5,000 or over, with 10 
or more annual premiums. Full-time 
agents will be eligible for fees for serv- 
icing contracts beyond their 10th year 
in force. In addition, full-time agents 
producing $100,000 in ordinary business 
for the calendar year before payment 
of fees, will receive a 14% service fee 
on contracts over 10 years. 


New Department Procedure 
Bill in Michigan Signed 
LANSING, MICH.—Goy. Williams 


signed an act which sets up standard 
administrative procedure before state 
agencies, including the insurance de- 
partment but not the workmen’s com- 
pensation commission, which is subject 
to special procedural rules. 


The new law requires each affected 
state agency to adopt rules governing 


hearing procedures and to provide ade- 
quate notice of their adoption. In all 
hearings in which contests appear likely, 
all parties must be notified of the time 
and place and an official record of pro- 
ceedings must be kept, but it need not 
be transcribed unless requested. 

The statute requires that rules of 
evidence similar to those in courts of 
record must be followed, cross-exami- 
nation must be permitted, and judicial 
notice may be taken of. cognizable 
facts. 

Decisions must be in writing, accom- 
panied by a concise finding of facts. 
Appeals. may be taken to “the circuit 
court of the appellant’s residence or in 
the Ingham county circuit court here. 
The court may order a rehearing, con- 
firm the decision, reverse or modify it. 






, <The 
COMMONWEALTH 


Commentary 
Double, Double, Double, Double 


In six short years the Commonwealth 


has doubled and more its volume of 


insurance in force 


and assets, and in- 


creased twofold its rate of new busi- 


ness production and gain. Only 1/5 


of the companies as large or larger 


than the Commonwealth can say as 


much. 


INSURANCE IN FORCE, April 1, 


1952 — $554,416,874 


COMMONWEALTH 
Life Insurance Company 


HOME OFFICE < LOUISVILLE, KY. 
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Credit Restraint 
Committee Ceases 
Functions May 12 


The board of governors of the Federal 
Reserve System “has agreed unanimously 
with the recommendation of Nationa 
Voluntary Credit Restraint Committee 
that the screening of applications for 
financing be suspended and agreements 
discontinued as of May 12. These agree- 
ments have been exempted heretofore 
from the anti-trust laws, but after that 
date may not be considered exempt from 
the laws. The credit restraint organiza- 
tion will continue on a standby basis so 
that the voluntary program may be re- 
instated if subsequent developments are 


required. 
This action was taken apparently be- 
cause inflationary conditions are less 


acute and the war picture is even more 
clouded than formerly. It was consid- 
ered desirable to break the activities off 
at this time because current conditions 
make for a great deal of unevenness in 
the view of what is “non-essential,” 
Many life insurance companies and ex- 
ecutives have participated in the credit 
restraint program. 

In a report on March activities by 
life companies, the committee reports 
that 45 companies, with combined assets 
representing 85%. of all life company 
assets, made commitments to acquire 
loans and investments totaling $624 mil- 
lion, about $2 million more than new 
commitments in February. The volume 
of commitments made to business con- 
cerns engaged in defense and defense- 
supporting activities was larger in 
March than in February. 

According to the committee report, 
outstanding commitments of the 45 
companies to acquire loans and invest- 
ments totaled $4,090,000,000 at the end 
of March, a decline of $12 million from 
the end of February. The increase of 
$100 million in commitments to defense 
businesses was more than offset by de- 
clines in commitments to non-defense 
activities. 

It was estimated that of the commit- 
ments outstanding at the end of March 
about $2,115,000,000 would be taken 
down during the ensuing six months. 


LATE NEWS 


New officers of the Indiana State 
Assn. of Life Underwriters elected at the 
annual meeting in Indianapolis are Hast- 
ings Smith, general agent New England 
Mutual, Indianapolis, president; Joseph 
Benne, manager Prudential, Hammond, 
northern vice-president; James Black, 
Connecticut Mutual, Terre Haute, south- 
ern vice-president; Joseph Anderson, 
Northwestern Mutual, Columbus, secre- 
tary. 


Life of Georgia has advanced I. M. 
Sheffield, Jr., to chairman, Cody Laird 
to executive vice-president, and H. T. 
Dobbs, Jr., to treasurer. Mr. Sheffield 
has been executive vice-president for 
seven years. Mr. Laird has been first 
vice-president two and a half years and 
a vice-president for 10 years. Mr. Dobbs 
was named assistant treasurer in 1948 
and has handled a large portion of the 
investment activities. R. Howard Dobbs 
drops the title of treasurer and will con- 
tinue as president and chief executive 
officer. 


Guardian Life achieved the largest vol- 
ume of submitted business last month of 
any April in history. The result was re- 
corded during Guardian’s annual cam- 
paign honoring Agency Vice-President 
Frank F. Weidenborner. The total of 
new business submitted during April ex- 
ceeded $20 million. 


American United Life has designated 
Robert B. Thompson director of train- 
ing. Mr. Thompson joined the company 
as an agent at Youngstown in 1945 and 
became home office agency assistant in 
1950. 
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L. 0. M. A. Enrollees 
Increase by 50% 
Over Last Year 


Korean Demoralization 
Passed; Employes 
Again Pursue Careers 


NEW YORK—This year a record 
breaking 5,800 employes of home of- 
fices and field offices of 289 life com- 
panies and organizations are writing 
11,107 examinations of the Life Office 
Management Assn. Institute. This en- 
rollment is up about 50% over last year 
and about 18% greater than the pre- 
vious record, set in 1950. 

Full merger of the educational pro- 
gram of the Life Insurance Institute_of 
Canada with that of the L.O.M.A. In- 
stitute became effective this year and 
Canadian enrollments were largely re- 
sponsible for the 1952 expanded activity 
of the L.O.M.A. Institute although en- 
rollments from U. S. companies also 
increased. This latter development is 
taken to indicate that’ employes are 
again thinking about their business 
careers after the period of uncertainty 
resulting from the invasion of South 
Korea. ; : y 

The Institute program is proving 
valuable not only as an educational me- 
dium but as an answer to ambitious 
young men and women recently out. of 
college who -are interested in learning 
more and more about the business they 
have entered, with a view to their own 
advancement and job satisfaction. The 
courses have proven an aid in compet- 
ing with other types of business for 
personnel, as corporations in increas- 


ing numbers are offering  training- 
within-industry programs for their 
staffs. 


Basic Increase Gratifying 


The Institute is particularly gratified 
from the long term point of view, at the 
enrollment of more than 2,600 students 
for the basic course. This number, rep- 
resenting quite an increase indicates 
continued company recognition of the 
benefits of the program and is evi- 
dence that a larger segment of life 
insurance personnel is becoming in- 
formed in the fundamental principles 
of the business. 

Another significant and pleasing de- 
velopment is the greater and more per- 
sonal interest in the L.O.M.A. program 
shown by top management. The im- 
portance of trained personnel is com- 
ing more and more to be realized. This 
attitude on the part of the top man- 
agement has a good effect on the stu- 
dents and potential students as an in- 
dication that the management, so to 
speak, has its eye on them. 

The shortage of trained people in 
the 35-50 age range is coming to be 
more widely felt with a corresponding 
increase in the realization for the need 
for doing something about training. 


Supplement to College 


The L.O.M.A. Institute courses have 
become the recognized educational pro- 
gram for home and field office people as 
the natural supplement to the work 
they have had in college, in fact it is 
quite widely considered a must for col- 
lege graduate trainees. Many companies 
encourage the taking and passing of 
L.O.M.A. Institute courses in a sub- 
stantial way. The most common prac- 
tice is the refunding of examination fees 
when a student passes an examination. 
But there are also cash awards and 
payments for books, etc. There is a 
wide variety of methods of payment. 
For example, one company pays $50 on 


_CLEETON DISCUSSES 213 SOLIDARITY, [nsurers Concerned 
NEED FOR “A THORE” AT CAPITAL 


There is no chasm between com- 
panies and agents on doing something 
about Section 213, and there was no 
“behind the scenes” wire pulling by 
the companies to have the Condon bill 
substituted for the McLain bill, C. E. 
Cleeton, N.A-L.U. president, told the 
Indianapolis General & Managers Assn. 
at a dinner meeting. 

Substitution of the Condon for the 
McLain bill was a move of the New 
York commissioner for reasons un- 
known, he declared. 

Mr. Cleeton also reported that N.A. 
L.U. is on a better basis in Washington 
every day, and that while he would 
hate to see N.A.L.U. headquarters 
moved to the capital for fear it would 
brand the association as a_ lobbying 
group, he expressed the hope that the 
organization “will be in there someday 
with an office manned by a second Gene 
Thoré.” 


Firm Association Stand 


The association is unalterably op- 
posed to the Kilday bill, Cleeton de- 
clared, branding it as actuarially un- 
sound in view of the, war risk involved. 
Passage of the bill would be another 
expansion of government in the field of 
life insurance. Through social security, 
NSLI, and such other systems, the U 
has already put almost as much insur- 
ance in force in the past 15 years as 
the private insurance business has in 
almost 200 years. 

Mr. Cleeton stressed the great need 








completion of each of the three courses. 
Another gives an award of $75 on at- 
taining the associateship diploma and 
a second award of $100 on obtaining 
fellowship. 

The Institute sets the curriculum and 
publishes the syllabus. 


of N.A.L.U. for better quarters, brand- 
ing those now occupied as inefficient and 
“shameful.” Explaining the memorial 
fund, he called upon those present to 
make contributions and pledges on the 
spot. He expressed the hope that by 
September the fund would be complete 
enough to decide what kind of quarters 
the association can afford at which time 
consideration of the location could be 
undertaken. Location cannot be decided 
or even seriously considered until the 
building fund is raised, he explained 
for the benefit of the Indianapolis group, 
which has made a detailed proposal 
for location in that city. 

At an organization meeting preceding 
the regular meeting, representatives of 
the Indianapolis and Fort Wayne man- 
agers associations voted to adopt the 
model constitution and by-laws _ pro- 
posed by the Managers Conference of 
N.A.L.U. for formation of a state man- 
agers conference. 

The two other existing managers 
associations in the state, South Bend 
and Evansville, were not present at the 
meeting. The South Bend delegation 
wired that gasoline shortages forced 
them to cancel plans to attend but that 
they had elected two directors, as re- 
quired in the model by-laws. 





BY-LAW TROUBLE 





Further details of organization had 
to be postponed when it was discovered 
that while the by-laws exclude any man- 
agers’ association which does not re- 
quire its members to be also members 
of the Managers Conference of N.A. 
L.U., neither Indianapolis nor Fort 
Wayne now has such a requirement in 
its present by-laws. Harold Means, La- 

(CONTINUED ON PAGE 20) 








He says: 


tions.” 


the victim of an accident. 


missionary. 


by the parents. 


thropically designated. 





Philanthropic 


Robert W. McWilliams of our Cleveland Agency, now 
just completing his thirtieth year as a Penn Mutual 
underwriter, is in part a strong producer by reason of 
his sense of recognition of the importance of claims. 


“Every card in my death claim files is a wonderful 
story of the value of insurance and a proud record of 
the manner in which my Company has met its obliga- 


He was telling us of one of his young policyowners, 


man were overcome with grief and decided to set up a 
fund for the support of another son who is a foreign 
This use of the insurance on one son to 
support another son was clearly a last-minute thought 


Essentially life insurance is a long-range plan and 
conditions may change over a period of years so that 
the original conception without any philanthropic 
thought may finally go off in that direction. However, 
underwriters are responsible for writing many applica- 
tions where the insurance dollars definitely are philan- 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


The parents of the young 

















with Rise in Cost 
of Hospifal Cover 


May Need Restrictions, 
Underwriters Tell 
Bureau Seminar 


NEW YORK-—Serious concern over 
the rise in hospitalization insurance 
claim trends was expressed by A. P. 
Dowlen, assistant vice-president Re- 
public National Life, and Paul W. 
Stade, assistant secretary Lumbermen’s 
Mutual Casualty, at the Bureau of A. 
& H. Underwriters seminar here. Mr. 
Stade suggested that the miscellaneous 
expense benefits may have to be re- 
stricted. 

Some of the pitfalls in the guar- 
anteed renewable field were detailed by 
Alfred W. Perkins, vice-president Union 
Mutual Life. Paul H. Rogers, assistant 
secretary Aetna Life, discussed the 
effect of modern warfare on policy con- 
struction. J. F. Follmann, Jr., general 
manager of the bureau brought mem- 
bers up to date on the status of the 
uniform individual accident and sickness 
policy provisions law, and Louis A. 
Orsini of the bureau urged company 
support of the hospital admissions plan 
for individual and family hospital ex- 
pense policies. 


Inflation the Culprit 


_ A big factor in the rising claim trend 
is inflation, Mr. Dowlen commented. 
According to the bureau of medical 
economic research, of the 1950 medical 
care dollar, 28.1c was spent for physi- 
Clans’ services, 23.1lc for hospital 
charges, 17.2c for drugs and sundries, 
11.7c for dentist’s services, and 19.9c for 
all other. In 1930 these figures were, 
respectively, 31.8c, 13.9c, 19.5c, 15.9c and 
18.9c. In 20 years, the hospitals’ share 
of the medical dollar increased 66%. 
If 1935-39 has an index figure of 100, 
hospital rates averaged 235.3 in 1950 
and 257.3 for the first quarter of 1951, 
according to the bureau of labor sta- 
tistics. 

Hospital payments have increased 
considerably more in proportion to pay- 
ments for other medical services. Per- 
haps a contributing cause is the ever 
increasing use of new and expensive 
drugs. 

Is it time to revise policies, he asked. 
Competition and pressure from agents 
and agency departments have resulted 
in much liberalization in the past sev- 
eral years. Many underwriters have 
concluded that writing miscellaneous 
expenses on the unallocated method 
must be abandoned in favor of alloca- 
tion, Other companies apparently are 
having fairly satisfactory experience 
with policies paying a flat amount for 
each day of hospital confinement, the 
amount being based on number of days 
confined. 


Could Be Treated at Home 


Many claims now are being pre- 
sented for confinements of one or two 
days because of minor ailments that 
could be treated at home as well. This 
partly is due to the attitude of the 
public, but a great deal to the doctors. 
Many persons are using hospital policies 
as a convenience rather than a ne- 
cessity. The insurance business partly 
is responsible for this attitude. 

A physician recently criticized a 
group of insurance executives because 
some agents are encouraging unnec- 
essary utilization of hospital expense 
insurance. Many get the impression that 
once they purchase a hospital policy, 

(CONTINUED ON PAGE 9) 
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Added Study Groups 
Increase Enrollment 
for Huebner Class 


Enrollment for the 1952 Huebner 
class of C.L.U. aspirants totals 3,647, 
a 25% gain over last year, according 
to American College of Life Under- 
writers. The overall increase is attrib- 
uted to the gain in organized study 
groups that have reached 240, com- 
pared with 202 last year. The increase 
in organized classes is also interpreted 
as a trend from private preparation and 
to wider adoption of the four-year study 
plan. 

Examinations will be held June 11-13. 





Mail Order Insurers to 
Have Chicago Rally Soon 


Assn. of Insurance Advertisers is 
holding a meeting'at the Palmer House, 
Chicago, May 21-22. This is the organ- 
ization of companies that operate by 
mail. 

S. Brad Hunt of the American Health 
& Accident of St. Louis, is president 
of Assn. of Insurance Advertisers. J. 


F. Kutak of Guarantee Reserve Life of 
Hammond, Ind., is vice-president. Ex- 
ecutive secretary is Charles Rowan of 
Milwaukee. 

The program includes the transaction 
of annual business and the election of 
officers, and open forum discussion of 
such matters as cooperation with state 
insurance commissioners, federal trade 
commission and Postoffice Department. 

The program following the dinner 
will have talks by Roy Frank, solicitor 
for the Postoffice Department; James 
Millspaugh, bureau of industry cooper- 
ation, federal trade commission, and 
Wendell Berge of Washington, counsel 
of A.IA. 


U. of Minn. Economic Parley 


Insurance men will take part in a 
national conference on savings, inflation 
and economic progress at University of 
Minnesota May 15-17. Sponsors in- 
clude St. Paul Fire & Marine, Minnesota 
Mutual Life and Northwestern Na- 
tional Life. 

Speaking at the section on savings 
will be (Raymond Goldsmith, director of 
the capital market study sponsored by 
Life Insurance Assn. of America, and 
Sherman C. Badger, financial vice-presi- 
dent of New England Mutual Life. 
Donald B. Woodward, Mutual Life, also 
will be on the program. 
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us how.” 


knowledge. 


35% to 110%. 








Someone once voiced the attitude of the man in 
the field in relation to home-office training meth- 
ods in the words, “Don’t tell us what to do — tell 


It seems to us that states the case well, for of course 
it has been demonstrated that more men fail in 
this business for lack of skill than for lack of 


North American’s new “Think-and-Sell” training 
program, based on this conception, puts the 
emphasis on skill. And for proof that we must be 
on the right track, we point to the fact that in pre- 
liminary field tests among 25 specially selected 


Atlantic Actuaries 
End Successful Meet 


Edmund Whittaker, vice-president 
Prudential, discussed major medical ex- 
pense insurance, and William Connell, 
actuary North American Reassurance, 
spoke on reinsurance at the recent 
spring meeting of Middle Atlantic Actu- 
arial Club at Baltimore. 

Papers on “Railroad Retirement Act 
Amendments of 1951”, and “An Indus- 
trial Policy Inventory”, were delivered 
by Robert J. Myers, social security ad- 
ministration, and Milton Menge, Peoples 
Life of Washington, D. C. George E. 
Immerwahr, Monumental Life, led a 
general discussion on reserve strength- 
ening. 


Honor Alden Palmer on His 
Retirement to Farm at 65 


Alden C. Palmer, executive vice-presi- 
dent Insurance Research & Review, 
marked his 65th birthday at a party at- 
tended by 83 Indianapolis life insurance 
figures, including nine company presi- 
dents, and Insurance Commissioner 
Viehmann. 

Tributes were paid to Mr. Palmer for 
his service to the business by Commis- 


sioner Viehmann, Russell Simpson, man- 
ager Sun Life of Canada, representing 
the Indianapolis Assn. of Life Under- 
writers; Oren Pritchard, manager Union 
Central Life, representing the managers’ 
association; Ray Wood, associate gen- 
eral agent John Hancock, on behalf of 
the C.L.U.s, and E. B. Raub, chairman 
Indianapolis Life. 

Commissioner Viehmann declared that 
no man in the business deserves more 
tribute than Mr. Palmer for his con- 
tributions to the business that included 
such educational projects as the Purdue 
school. Mr. Simpson praised him as a 
man “who has always backed everything 
good for the business.” 

Prompted by Mr. Palmer’s intention 
of retiring to a farm, a “special gifts 
committee,” headed by Ray Patterson, 
general agent Penn Mutual Life, pre- 
sented him an array of gifts, including 
a live rooster, garden tools, night cap, 
and various almanacs. 


California Group Switches 


Occidental Life of California has as- 
sumed group coverage for 15,000 cu- 
linary workers in San Francisco, and 
6,500 workers at Oakland, formerly 
held by Connecticut General Life. Bene. 
fits include sickness, accident, and medi- 
cal and surgical hospitalization. The 
plan is administered by Security In- 
surance Service, San Francisco. 








Drivers of New York Caravan Pause 





Here are the men who arranged or 


men, on varying production levels, earnings in- 
creased in every instance — all the way from 





NORTH AMERICAN 


Life and Gasualty Company 


Founded 1896 
HOME OFFICE: MINNEAPOLIS, MINNESOTA 
H. P. SKOGLUND, President 


J. E. SCHOLEFIELD, 
Director of Agencies 


Vice-President 





provided fare for the more than 300 
agents attending the annual sales caravan 
of the New York State Assn. of Life 
Underwriters at Syracuse. Sitting from 
the left are: Frank B. Alberts, moder- 
ator and caravan chairman, general 
agent Aetna Life, Rochester; John W. 
Brook, Northwestern Mutual, president 
of the Syracuse association; Fred T. 
Cook, manager Prudential, Syracuse, 


general chairman. : 

Standing, from the left are: Mitchell 
M. Rosser, Phoenix Mutual, Boston; 
Anthony J. Klug, general agent John 
Hancock, Rochester; Spencer L. Mc- 
Carty, executive secretary New York 
association; William J. Clancy, manager 
Metropolitan, New Haven, and Allen J. 
Reed, manager Prudential, Binghamton. 
Messrs. Clancy, Rosser, Klug and Reed 
were speakers. 








home office — Peoria, Dlinois, 
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The ILLINOIS MUTUAL CASUALTY COMPANY, 
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which you may build the best Ac 





E. A. McCORD 
President 





Hospital—Medical—Surgioal and Polio insurance 
business in your community. Over 40 years’ experience 
in insurance confined exclusively to this field. 
Desirable agency openings in Illinois, Indiana, Michigan, 


Minnesota, Missouri, Ohio and Wisconsin. 


Illinois Mutual Casualty Co. 


HOME OFFICE: 411 LIBERTY ST. PEORIA, ILL. 


Cc. C. INMAN ni 
Executive Vice President 
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Fend Off Government 
Threats Smartly 
ls Bohlinger Plea 


Tells N. Y. Agents 
Eleventh Hour Improvisa- 
tions Won't Always Work 


By JAMES C. O’CONNOR 


SYRACUSE — It is imperative that 
the private insurance business keep itself 
responsive to public needs and tell its 
story to the public quickly and force- 
fully if it is to survive government 
threats, Superintendent Bohlinger of 
New York said at the meeting of New 
York State Assn. of Insurance Agents 
here. So far, he said, the business has 
stumbled through crises by 11th hour 
action, but the time will come when it 
will miss the boat if it continues its un- 
prepared course. 

Mr. Bohlinger traced the development 
of socialized insurance in Great Britain, 
pointing out that friendly societies pro- 
viding voluntary disability insurance 
were well established by 1911, when the 
government first stepped in, then on the 
basis of a partnership arrangement with 
these societies. The government con- 
tinued to encroach until the philosophy 
of statism was epitomized in the Bev- 
eridge report, which emphasized that 
the protection of everybody should be 
put into a rigid pattern and, naturally, 
left no place for the insurance agent. 
Today England is under a system of tax 
supported benefits, with little room for 
the friendly societies. Mr. Bohlinger 
emphasized that these government 
schemes are not and cannot be insur- 
ance, since they leave no room for de- 
velopment of experience and variation 
in benefits and costs based on the ex- 
perience of any group. He said that he 
thinks many other European countries 
are close to following the British pat- 
tern. 


Mandated Forms of Cover 


There is a _ great difference, Mr. 
Bohlinger emphasized, between social- 
ized insurance and mandated. social 
forms of insurance. In the latter class 
he placed such forms of protection as 
workmen’s compensation and disability 
benefits insurance — those which are re- 
quired by law, but the writing of which 
is left to competitive private carriers. 
The public is well committed to certain 
mandated coverages and most people 
agree that they are desirable. The pri- 
vate insurance business has shown that 
it can live with workmen’s compensation 
insurance and, although it is still early 
in the game, there is every reason to 
believe the same will be true of disa- 
bility benefits protection. 

On his two specific recommendations, 
Mr. Bohlinger said that the insurance 
business is improving in keeping abreast 
with the public needs. He cited progress 
in catastrophe medical expense insur- 
ance as a constructive example, but 
said much still remains to be done. As 
long as there are accident policies on 
the market which return to policy- 
holders as little as 14% of premiums in 
the form of claim payments, the busi- 
ness will be in an indefensible position. 

The public relations of the insurance 
business has been inept, Mr. Bohlinger 
said. He cited an example of the failure 
of the business to provide an effective 
answer to a brochure distributed by 
labor union interests advocating a 
monopolistic compensation law in New 
York. Any competent insurance man, 
he said, could shoot holes in the argu- 
ment, but the brochure was well com- 
posed and would be convincing to any 









uninformed member of the public. 
There was no unified action by the 100 
and more companies writing compensa- 
tion insurance in New York and none 
by organized producers, who were at- 
tacked in the brochure as a_ useless 
expense. One company official did pre- 
pare a convincing reply to the union 
statement that a monopolistic fund 
would save New York people $390 mil- 
lion a year, but Mr. Bohlinger said he 
saw only one reference to it in a daily 
newspaper. Insurance trade papers car- 
ried it, but that does no good with the 
general public. 


Mr. Bohlinger called this particularly 
inexcusable, because any reasonably well 
informed insurance man knew that this 
attack was coming, but the business was 
not ready to meet it. 

Examples of successful 11th hour 
action by insurance people were the 
compensation security fund which staved 
off a monopolistic fund in New York 
in the middle 1930's, when proponents 
had a strong argument in the failure of 
several carriers, and the last minute 
compromise in California which permit- 
ted private insurers to write disability 
benefits insurance. But the business 


cannot count on being so successful 
every time, Mr. Bohlinger said. It must 
be ready for action if it is to survive. 





. 
Mutual Benefit Farm Meet 
Managers and assistant managers 
from six farm loan branches of Mu- 
tual Benefit Life discussed last year’s 
operations, administrative problems, and 
plans for increasing cooperation, at a 
recent home office meeting. Speakers in- 
cluded W. Paul Stillman, chairman; 
Robert B. Howe, second vice-president, 
and Ira S. Hoddinott, vice-president. 












NANG 


Sk M 
‘E 


The GOLDEN RULE EXPRESS 
to IMMEDIATE PROSPERITY 
and FUTURE SECURITY 


TERRITORIES: 


nities open in: California, Florida, 
na, lowe in carling, Oe 
ichigan, Nort , Ohio, 
pacar ee a Virginia, Washington, 
D. C, and West Virginio. 


. WELLES 


RV 
SS ‘gan EX 
















Let the GOLDEN RULE COMPANY give 
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CAMPBELL AT ST. LOUIS 





Crux of Manager's Job Is 
Selection of Lieutenants 


ST. LOUIS—The big test of an 
agency manager is his ability to select 
capable personnel for his supervisory 
staff, said Charles W. Campbell, Pru- 
dential manager at Newark, at the St. 
Louis agency management conference 
sponsored by the St. Louis managers 
and general agents and the Washington 
University school of ‘business. 

Mr. Campbell, who is chairman of 
the general agents and managers con- 
ference of N.A.L.U., said that the man- 
ager’s job is so big that it can be exe- 
cuted only through capable associates, 
carefully selected, well trained, closely 
supervised and with duties clearly de- 
fined. He quoted Theodore Roosevelt's 
statement: “The best executive is the 
one who has sense enough to pick good 
men to do what he wants done, and self- 
restraint enough to keep from meddling 
with them while they are doing it.” 

The selection of an assistant man- 
ager probably tests the ingenuity of the 
manager more than any other decision, 
said Mr. Campbell. He said he has 


been frequently asked to describe the 
for in an assistant 
manager but it is much easier to rec- 


qualities he looks 


orgnize them than it is to describe them. 
He doesn’t expect to find anyone with 
all the desired criteria but he considers 
these the most important: 

He must believe in life insurance and 
be convinced that it is possible to have 
a successful career in it. 

He must be unselfish—able to realize 
the most effective way to accomplish a 
selfish end through unselfish means. 


Some Qualifications Required 


He must be ambitious, willing to 
pay the necessary price in hard work 
to accomplish his objectives, and ready 
to adjust his time to meet the needs of 
his agents. 

He must be able to sell, and have 
reasonable training ability—though it 
is difficult to find both these traits in 
the same individual. 

He must have been able to establish 
a satisfactory working relationship with 
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“It’s a special machine we installed for the use of folks who kept 
putting off getting adequate insurance!” 


Few Prospects of 


Have Need for This Machine 


We have no inside information on the equipment in heaven, 
but all life insurance men surely would agree there must be 
some such machine as this there. 


Bankerslifemen try to see that their prospects have no need 
for it... not by using “high-pressure” selling techniques, 
either. They are trained to develop the needs with a prospect 
and let the needs themselves point out the prospect’s full re- 
sponsibility. That this method works is demonstrated by the 
records of typical Bankerslifemen and the comments of gratifi- 
cation which are volunteered by their prospects and clients. 


This devotion to demonstrating a prospect’s needs is one of 
the many characteristics of a typical Bankerslifeman which 
make him the kind of life underwriter you like to know as a 
friend, fellow worker or competitor. 


BSBANKERS 


DES MOINES, 


Bankerslifemen 


his associates in the agency, and espe- 
cially must have their respect. 


Six Panels to Mark 


He must have persistence. This is 
probably one of the most essential Forum at Berkeley 
characteristics, for nothing in the 
world can take its place, said Mr. Six panel sessions, in addition to 


Campbell. closing =. make up the program 
: for the Life Insurance Forum at Berke- 
Agreeable Denenmnent ley, Cal., May 15. The forum, which 
In supervising supervisors, there must attracts more than 1,000 from the San 
be a delegation of authority commen- Francisco and Oakland Bay area and 
surate with responsibility placed on nearby northern California, is spon- 
them, said Mr. Campbell. There must sored and conducted jointly by Oakland- 
be a specific organized training plan East Bay Life Underwriters Assn. and 
for supervisors. At supervisory meet- Oakland C.L.U. 
ings they are encouraged to “disagree Benjamin N. Woodson, managing di- 
without being disagreeable.” Besides rector of N.A.L.U., will speak at the 
the meetings there are personal confer- opening assembly en “Selling Is Sery- 
ences and periodic reports. ice.” O. Sam Cummings, Texas general 
The over-all management plan must agent of Kansas City Life, Dallas, will 
provide supervisors with a clear under- close the day with a talk, “All Tailoring 
standing of their duties, information re- and No Pants.” 
garding agency plans and programs, There will be three panels in the 
and suitable recognition for success in morning and three in the afternoon at 
their work. the luncheon where the “agent of the 
There must also, of course, be a plan year” award will be presented by James 
for supervision of agents by supervisors. F. Mattox, who won the honors last 
This involves maintaining channels of year. Those attending select panels in 
authority. There are joint conferences Which they are most interested. 
between the manager, assistant man- Panels and the participants are: 
ager and agent. Morning, Ideas That Make Sales and 


Silver for You: Frank W. Dedman, New 
WRITE IT DOWN 





England Mutual, moderator; R. Duffel, 
Prudential; George Pennybaker, Mu- 
tual Life; R. Edwin Wood, Phoenix 
Mutual; H. M. Chesterman, Penn Mu- 
tual; W. W. Whitesides, New England 
Mutual, Sacramento. 

Tapping the Business Life Insurance 
Market: Sam W. Coombs, Equitable 
Society, moderator; ‘R. Marvin Great- 
house, Connecticut General, estate plan- 
ning, business insurance, tax analysis 
and pension plans; Robert Walker, 
Oakland tax attorney; Walter Robi- 
son, Penn Mutual; Einer F. Hein, New 
York Life; F. G. Jennings, Equitable 
Society. 

Silver for the Beginner: Maurice 
B. Smith, moderator; C. E. Bellows, Jr., 
Home Life; D. Paul Fansler, Bankers 
of Nebraska; Gilbert E. Hayes, New 
England Mutual; Miss Virginia Wood, 
Northwestern Mutual, president Leading 
Producers Assn. of Northern California, 

Afternoon, Sales Pattern for the 
Salesman: H. R. Pinney, Bankers of 
Nebraska, moderator; H. Leon Villiger, 
Mutual Benefit; Jules Routbort, Penn 
Mutual; Chuck Tracy, Mutual Life; 
Howard Lee, Phoenix Mutual; T. C. 
Kallam, Columbus Mutual. 





In all phases of its operation, Pru- 
dential’s Newark agency is handled on 
a highly organized basis, both long 
range and short range. Mr. Campbell 
has long been an advocate of reducing 
all plans to writing. He believes, with 
the late John Marshall Holcombe, that 
“if you can’t write it down it isn’t clear 
to you and you don’t understand it.” 

When Mr. Campbell was transferred 
in 1945 from Jacksonville, where he had 
charge of Florida and southern Georgia, 
to Newark, it was about as great a 
contrast in territory as could. be im- 
agined. He made a thorough survey of 
the new territory, its buying power, 
its existing organization and on the 
basis of his findings developed a 10-year 
program and a short one for the ensu- 
ing year. 


Advantages of Planning 


Among the advantages of a thorough- 
going planning program, Mr. Campbell 
listed these: Establishment of planning 
a regular agency procedure causes the 


manager to develop and follow plans “Silver Mining on the Debit: Al 
for his own operation, just as agents peche Prudential, moderator; Monte 
are supposed to follow. It establishes Elkins, Prudential; George ” Wright, 


clearly defined objectives for the future 
as well as the immediate present. It 
enables growth and development within 
= ore > og of an agency pattern. 

t establishes well understood goals O’Sh P : : 
. . aughnessy, assistant vice-president 
Sant sie” ath agenGY, WAM gon and educational “diestor "of “Securit 
: : i thews ords 

system on clearly determined results .~ . oe sg “* . 

obtained in relation to objectives. It agency; Neldon Van Winkle, Hosineny 

Life; Vernon Lane, New York Life. 


Golden State Mutual; Vic Shelton, Pru- 

dential, and Irving Gubin, Metropolitan, 

A. & H.: Moody S. Lyttle, Security 
& A., moderator; George 





pee pecs aA with “This panel will conclude with a sales 
agency plan, where they fit into it, 90 sketch including members of the oe oer 
that working together all may strive and. ean 5. Seen Pa - ‘th 
toward accomplishment of the same oneets party ae en * 

results and in this way prevent dupli- ag OW Benofsky, Mutual Life 
a and eliminate confusion while ;. general chairman of Ys forum : 
buliding an agency team. ' 
In developing one’s own plan, the 
manager should see that it is reasonably 
in line with the potential, that it is 
carefully developed with the aid of 
his associates, and it is put in writing. 





“U. S. Life on Move” Title of 
Four-Day Rally for Agents 





Agents and home office staff members 
of United States Life have just com- 
pleted a four-day pep meeting at Pocono 
Manor, Pa. Theme of the rally was 
“U.S. Life on the Move.” Glen W. 
Isgrig, manager Reliance Life, Cincin- 
nati, spoke on “Let’s Put on a Good 
Show.” 

Estate planning, business and mort- 
gage insurance, direct mail, and group 
sales and service were discussed in daily 
sessions. Awards were also presented to 


Pacific Mutual Bests Pru 
for L. A. Bowling Title 


_ The Pacific Mutual team is cham- 
pion of the Los Angeles insurance 
men’s bowling league after one of 
the closest races in the history of 
the competition. After being 
knocked out of the lead in the na- 
tional division with two weeks re- 





COMPANY 
1OWA 


maining, Pacific Mutual came back company leaders. 
to take all of its remaining games 
and went on to win the playoff by 
88 pins over Prudential team No. 2. 
The win gave Pacific Mutual its 
second leg on the trophy. 





Claude Smith, former Indiana Uni- 
versity football coach who retired to 
enter the insurance business, has_ left 
the business for a coaching position 
at Arizona State college. 
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Canadian Life Heads 
to Meet May 19-21 


Canadian Life Insurance Officers 
Assn. will hold its 59th annual meeting 
May 19-21, at Montebello, Que. 

Featured speakers at the general ses- 
sion will be J. H. Miller, vice-president 
and actuary Monarch Life, and Bruce 
E. Shepherd, manager Life Insurance 
Assn. of America, New York City. 
Other speakers at earlier sessions in- 
clude J. K. Macdonald, president Cana- 
dian association; R. B. Coolidge, vice- 
president Aetna Life, and Jules Derome, 
president Montreal Assn. of Life Under- 
writers. 

The life agency section will hear 
Ewing Stumm, sales training manager 
National Cash Register Co., Dayton, 
O.; L. R. Sams, vice-president Retail 
Credit, Atlanta, and A. G. Hildebrand, 
assistant vice-president Bell Telephone 
Co. of Canada, Montreal. Blair Fraser, 
editor MacLean’s magazine, Ottawa, 
will address a dinner meeting of the life 
advertisers section. 





Glasser Discusses Smaller 
Estate Planning Field 


Joshua B. Glasser, general agent for 
Continental Assurance, Chicago, told 
members of the Chattanooga Estate 
Planning Council that banks and trust 
companies are more interested than 
ever in serving the small estate since 
the advent of the common trust fund 
made possible by federal reserve regu- 
lation F. The substantial economies ef- 
fected in administration and the greater 
diversification in top-grade investments 
of all kinds under the prudent man rule 
enable the trustees to do an infinitely 
better job in cost and return for the 
small estate men than was possible in 
the past, said Mr. Glasser, who is presi- 
dent of Chicago Life Insurance & Trust 
Council. 

“Some of my good trust friends in 
Chicago tell me that they now welcome 
a $25,000 trust which at %% gives 
them a gross fee of $125 a year. They 
delight in telling of their experiences, 
which I am sure all of us accountants, 
attorneys and insurance men have en- 
countered, of taking care of the small 
account with these leading to more and 
larger ones.” 

Mr. Glasser said that still not enough 
is being done to take advantage of the 
great opportunities present for estate 
planning. He observed that only through 
the sales member of the estate-planning 
team, the life insurance man, can the 
job be done. He said that trust depart- 
ments of banks have done little in the 
direction of aggressively soliciting busi- 
ness. Of the six major loop banks in 
Chicago, there are not more than 50 
men who are actually out soliciting busi- 
ness. The opportunity presented for 
this work, he said, is demonstrated by 
such figures as those developed by a 
recent study of Chicago Title & Trust 
Co. of estates probated in Cook county 
which showed that 57% of the dece- 
dents died intestate. This illustrates 
how few of the people with smaller 
estates actually have had any work done 
by estate planners. 


Third Hill Takes Command 


Beneficial Life of Salt Lake has 
named Richard A. Miner home office 
field supervisor to succeed D. J. Hill, 
who becomes general agent for a new 
agency at Fresno. Mr. Miner has been 
with the company at Yakima, Wash., 
for two years. Mr. Hill has been in the 
home office post for the past year. He 
becomes the third Hill brother to be- 
come a general agent for the company. 
Ralph Hill heads the agency at Idaho 
Falls and Marion Hill is general agent 
at Sacramento. 


Signs Mich. Real Estate Bill 


_ Gov. G. Mennen Williams of Mich- 
igan has signed a bill authorizing life 
companies to “construct, develop, main- 





tain, operate, and lease real estate, ex- 
cepting farm land,” as an investment. 


s a = 
King’s Pennies Pay Off 

An _ industrial policy on which the 
late King George VI of England had 
paid a penny a week for the last 24 
years paid off $25.80 to his executors. 
The king took out the policy when as 
Duke of York he visited the Prudential 


States Map Defense 
in $30 Million Suit 


Gov. Talmadge of Georgia has or- 
dered Attorney General Cook to de- 
fend Commissioner Cravey in the $30 
million damage suit brought by Bankers 
L. & C. There was a meeting at At- 
lanta of the governor, attorney general, 


ruin the business of Bankers L. & C. 
in those states. 





Two New Conference Members 

Reliance Life of Pittsburgh and Prov- 
ident Life & Casualty of Chattanooga 
have joined the H. & A. Underwriters 
Conference. 





Lawrence Cheney, Retail Credit, dis- 


of England home office in London in 
1928. 
secretary at that time to pay the first 
premium. His 
amounted to $14. the 


He borrowed a penny from his commissioner and R. 


premiums altogether 


ney general or Florida, where the com- 
missioner also is being sued on charges 
two commissioners 


cussed “Inspections, Procedures, Meth- 
ods, and Problems” at a meeting of 
Seattle managers. W. Z. Robinson, Fi- 
delity Mutual Life, presided. 


Erwin, attor- 


conspired to 

















They see a vision that once was yours 


You MAY REMEMBER how it was. 


You sat in the wide-eyed silence that fire and the night bring, 
and stared into the flames, and you felt like a very special boy. 


Not long before, you’d been an ordinary boy. Then, one 
day, you stood up before a lot of envious grown-ups and 
made a Promise. “On my honor, I will do my best to do 

my duty to God and my country, and to obey the Scout Law; 
to help other people at all times; to keep myself physically 
strong, mentally awake, and morally straight.” 


You said that—and suddenly you were special. You were 
trustworthy, loyal, helpful, friendly, and too excited to sleep. 
You were courteous, kind, obedient, cheerful, and mighty 
proud of yourself. You were thrifty, brave, clean, reverent, 
and twice the boy you were before. 


They could drop you in the desert now, and you’d find water. 
They could lose you at the North Pole, and you’d make 

a warm bed in the snow. You could tie a square knot, 

bandage an ankle, cook dandelion soup, drum out a 

message on a hollow log, and say quawk-quawk 

like a heron. You were ready for anything. 
You were a Scout. 


The world changed for the better, too. It became full 

of forest fires waiting for you to put them out, full of ladies 
with packages needing to be helped across the street. Your 
country’s history moved in to live with you. You could hear 
prairie schooners on Main Street. When you sat by the 
campfire, Daniel Boone was there, and the rest of the 
pioneers. You knew now what made those fellows tick. 
They were scouts, too. 


Eventually, you grew older. And you had to admit that 
maybe you couldn’t always find the right trail; maybe you 
couldn’t always put out the forest fire single-handed; 
maybe you weren’t always as helpful, as courteous, as 
cheerful, as brave, as you wanted to be. But a lot of the time 
you were. Some of it had stuck. A bit of the boy you thought 
you were, as you sat dreaming into the fire, had found its 
way into the man you are today. 

The future of any country starts with the pictures that 
pass through a boy’s mind. In America tonight, a couple of 
million kids are trying hard to be good scouts. . . thinking 
up a couple of million good turns. 
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AWAIT HALL DECISION 
New York Law on 

“Second Takers” Not 
Controlling on Past 


NEW YORK—The recent addition of 
section 24-A to the New York personal 
property law makes it clear that where 
the insured has not specified “second 
takers” the primary beneficiary can des- 
ignate who is to receive the residue 
without her action being questioned as 
possibly being a testamentary disposition 
and hence subject to the statute of wills. 

However, the legislature’s action has 
caused a number of life agents to wonder 
how this action of the 1952 legislature 
affects designations made prior to the 
law’s effective date, April 18, 1952. The 
answer appears to be that this declara- 
tion of legislative intent would doubtless 
carry considerable weight in court but 
it is not necessarily controlling, since 
laws cannot be retroactive. 

For this reason the amendment does 
not dispose of the pending Hall case, in 
which Judge Eder of the New York su- 
preme court held that a beneficiary’s des- 
ignation of a second taker constituted a 





testamentary disposition and since it was 
not made in conformance with the stat- 
ute of wills it was void. The decision 
was appealed and Life Insurance Assn. 
is preparing an amicus curiae brief. 

A final decision in the Hall case up- 
holding the widely accepted view that 
second-taker designations by primary 
beneficiaries are not testamentary dispo- 
sitions would settle the matter for past 
as well as future designations. 

Such a decision would also be impor- 
tant as possibly affecting court decisions 
in other states. Few states except New 
York have statutes specifying the non- 
testamentary character of second-taker 
designations, although their non-testa- 
mentary character has been generally ac- 
cepted. 

A final decision upholding Judge Eder 
in the Hall case, while not binding in 
courts outside New York, might be taken 
by some courts as indicating that in the 
absence of specific statutory exemption, 
a second-taker designation could be re- 
garded as a testamentary disposition. 





William C. Safford, vice-president of 
Western & Southern Life, Cincinnati, 
has been appointed chairman of the 
board of visitors of the U. S. Military 
Academy at West Point for 1952. The 
academy is celebrating its 150th an- 
niversary this year. 








Executives of American United’s Agency Department 
| are well supplied with comfortable, well-padded 

! swivel chairs. Funny part of it is—they’re rarely in them. 
! Come to think of it, it’s not so funny at that. The 

| entire sales policy of American United’s Agency 

| Department is based on the thinking in the field, and 

| the only way to get the feel of the field is to visit 

1 the folks on the firing line. That’s why the “top brass” 
spend more time traveling than they do in their 
l 

! 

! 

! 

1 

! 

! 

l 

1 

| 

! 

! 


swivel chairs. 


This attitude has certainly paid off. It has paid off 
in the enthusiasm of the field (the sales tools are 
practical, usable); it has paid off for clients (better 
service, geared to individual needs); and it has paid off 
for the home office (in new records of GOOD sales). 

American United is 75 years young: The experience 
of three-quarters of a century is coupled with a 
practical, friendly sales policy. 








AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 


INDIANAPOLIS, INDIANA 








Hearing on Tax 
Inducements for 


Professional Groups 


WASHINGTON—A hearing on the 
Reed-Keogh bills which would give 
professional and business groups the 
same tax inducements as are provided 
under employer-employe pension trust 
plans will be held Tuesday. 

Life Insurance Assn. and National 
Assn. of Life Underwriters are filing 
memoranda questioning certain features 
of the bill and pointing out that the pro- 
posal is limited to the trusteed fund 
type of pensions and would exclude the 
use of life insurance or annuities. 





Southern Claims Conference 
Elects Cheatham Chairman 


Southern Claims Conference at its 
annual meeting in Nashville, elected as 
chairman S. W. Cheatham, auditor and 
claims superintendent of Carolina Life 
and C. O. Hambleton, executive vice- 
president Great American Reserve as 
secretary. They replace J. Wilson 
Dickey, vice-president of Texas Pru- 
dential, who has been chairman, and 
Thomas H. Malone, III, assistant gen- 
eral counsel Life & Casualty, who has 
been secretary. 

Date for the 1953 meeting has been 
set for April 25 at Dallas. Speakers at 
this year’s meeting were Mr. Cheatham, 
Mr. Hambleton and Philip Davidson, 
III, assistant claim manager, Life & 
Casualty. 





Cincinnati Assn. Prepares to 
Mark 80th Anniversary 


CINCINNATI — Elaborate prepara- 
tions are being made by the Cincinnati 


association for its 80th anniversary 
meeting on May 13. Lt. Gen. A. ¢ 
Wedemeyer, retired, vice-president and 
director Avco Manufacturing Corp., will 
speak at the luncheon. C. Vivian Ander- 
son, Provident Mutual, a past president 
of the National Association, is meet- 
ing chairman. The Cincinnati association 
is the oldest local association in the 
country. 


W. O. Adams Joins Bankers 
of Nebraska at Denver 


W. O. Adams has been appointed 
general agent at Denver for Bankers 
Life of Nebraska. 

Mr. Adams has been in life insurance 
in Denver for 15 years. He has been 
general agent for the home office agency 
of Security Life of Denver. He is presi- 
dent of the Denver managers and past 
president of the Denver Life Under- 
writers Assn. 


E. B. Stevenson Combination 
Companies’ Discussion Whip 

E. B. Stevenson, Jr., executive vice- 
president National L A., will lead 
the discussion session on the opening 
day of L.I.A.M.A. combination com- 
panies conference, May 26-28, at Say- 
annah. William J. Hamrick, agency 
vice-president Gulf Life is conference 
chairman. 

A saies exhibit featuring the best 
sales promotion and sales training ma- 
terials developed by the companies in 
the past year will also be displayed at 
the opening session. 





Gravengaard Leads School 


H. P. Gravengaard, editor of the Dia- 
mond Life Bulletins, recently conducted 
a two-day school in business insurance 
at Columbus, O., for 29 Midland Mu- 
tual Life general agents and _ super- 
visors. 
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A well-balanced company is, we believe, a company 





areas 
... whose policy 


Fidelity is a well 


... whose financial position is strong 
...Wwhose geographical market embraces a 
balance of metropolitan, town and rural 


contracts include all funda- 


mental coverages... 


... whose contributions to its industry have 
been recognized as outstanding 


... whose growth has been steady and uniform 


... whose size is sufficiently large to assure 
confidence and prestige 


... whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 


... Whose reputation as a friendly company 
has been consistently upheld 


-balanced company 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA e 


PENNSYLVANIA 
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Hospital Cost Rise 
Causing Concern 


(CONTINUED FROM PAGE 9) 





it should be utilized at every oppor- 
tunity. 

In many localities it is extremely 
dificult to prevail upon a doctor to 
make house calls, particularly in rural 
areas. It is much more convenient for 
the doctor to send his patients to a 
hospital. Some insurers make this pro- 
cedure more attractive to the patient 
and doctor by paying for the doctor’s 
calls at the hospital. 

People frankly acknowledge they 
want to be admitted to a hospital so 
they may receive the benefits provided 
in their policies, though they go there 
only for diagnosis and tests. Premium 
calculations didn’t contemplate such 
a practice, or the ever-increasing claims 
for minor sicknesses that can be treated 
at home. Many policies actually provide 
for payment if insured is necessarily 
confined to a hospital. The continua- 
tion of such practices can only result 
in additional limits and restrictions or 
increase in premiums. 


Clinics That Are “Hospitals” 


Thousands of clinics have been es- 
tablished in recent years, and here nu- 
merous minor operations are performed. 
Many assume the title of clinic-hospital 
or clinic and hospital. Do these clinics 
actually qualify as hospitals? It is diffi- 
cult to tell unless the policy definitely 
and restrictively defines a hospital. 

Many insurers, he opined, pay for 
oral surgery. Another matter of in- 
creasing interest is confinement in VA 
hospitals, for which many insurers 
honor claims. Insurers with exclusion 
clauses would not object to paying such 
claims if patients were not kept un- 
reasonably long periods. The average 
stay in general hospitals is about 7% 
days while the average for VA_hos- 
pitals is more than 27 days. No doubt 
such claims will increase as the years 
go by. 

Another matter is duplication of or 
excessive coverage. Some underwriters 
are liberal in handling cases where the 
applicant already has substantial hos- 
pitalization expense cover and so indi- 
cates in the application. Three or four 
policies on insured with a claim is not 
uncommon. This tends to increase the 
period and incidence of hospital con- 
finement and hospital charges, and even 
gives insured a profit, which violates a 
fundamental principle of underwriting. 


Doctor, Hospital Cooperation 


The business wants to furnish ade- 
quate coverage at a reasonable cost, 
but cannot do so unless the public un- 
derstands the protection it is affording 
must not be abused. This understanding 
is also essential with doctors and hos- 
pitals, Insurers themselves through 
their sales programs and advertisements 
undoubtedly have influenced an increase 
in use of hospitals. The sales and public 
relations programs of insurers should be 
conducted in a manner to give people 
a better understanding of the real pur- 
pose of hospital and medical expense 
insurance. Insurers should improve 
their relations with doctors and hos- 
pitals, since there is a ground of com- 
mon problems on which they should 
stand together. Agents should visit with 
and become acquainted with the doctors 
and the hospital administrators in their 
territories, which would tend to create 
a better spirit of cooperation. 

The claim cost of the miscellaneous 
expense benefit is increasing to the 
point where it is seriously affecting the 
loss ratio, Mr. Stade said. With con- 
tracts in which this benefit has been 
broadened, losses are eluding control 
and experience is turning sour. 

_ Control of losses is the indispensable 
factor in keeping experience on an even 
keel, he noted. The broadening of the 
benefit has been the result of competi- 
tion. But the real culprit is inflation. 
Claims upon insurers have increased 





accordingly, which is doubtless as_ it 
should be, since insurers solicit hospital 
coverage, if the increase is within rea- 
son. However, the broader forms of 
such benefits may have to be restricted. 
In the hospital’s effort to keep daily 
room charges seemingly low, miscel- 
laneous expenses have been increased 
substantially. One example is x-rays. 
It has become widespread practice with 
hospitals to make a routine chest x-ray 
of every patient on entering the hos- 
pital for which a charge is included in 
the bill. This is hardly a legitimate ex- 
pense under a policy covering sickness 
and accidental injury. He said insurers 
have been presented with bills including 
routine charges for gastrointestinal 


x-rays, for creating a file, maintenance 
of hospital records and floor nurse serv- 
ice, Another one was for ambulance 
transportation when the patient  re- 
turned home for the Christmas holiday 
and then went back to the hospital. 
Payment may be expected under wide 
open miscellaneous expense provisions. 





Southwest Actuaries Plan 
Full Program for Spring 
Meet at Austin, June 13-14 


The spring meeting of Actuaries Club 
of the Southwest has been set for June 
13-14, at Austin, Tex. 

Early meeting discussions will cover 


the following payor benefits: Juvenile, 
adult, death only, and death and dis- 
ability. Calculation of premiums and 
reserves will also be considered. Talks 
on disability income will deal with cur- 
rent trends, rates and reserves, under- 
writing and limits, and A. & H. 

Papers will be delivered on the allo- 
cation of income tax to investment ex- 
pense, lapse rates, and pension plans 
for home office employes and agents. 
The meeting will close with an open 
forum. 





Phoenix Mutual Life has appointed 
Frederick B. Cooper, Jr., supervisor of 
the brokerage department for the 
Schott agency, Chicago. 





for your SURPLUS 
AND BROKERAGE Business 





a ATTRACTIVE FIRST YEAR COMMISSIONS. Graded scale up to 55% for 


Ordinary Life. 


HIGH RENEWAL RATES. Your choice of three years at 14%, or three 


years at 8% and six years at 4%. Renewals up to 14th year for larger 


production. 


~ per month. 


COMPLETE RANGE OF POLICIES. Choice of plans (including Double 
Family Incomes) extends from a full line of Retirement Income to low-cost 


Five Year Term Special and brand new Estate Builder for juvenile market. 


DISABILITY INCOME coverage available up to maximum of $250.00 


WELL KNOWN COMPANY. A nationally advertised institution, Phoenix 


Mutual is a trade name which has been a symbol of sound life insurance 


for over a century. 
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Familiar Concept Gets a New Edge 


Familiarity with life insurance is one 
kind that never breeds contempt but 
sometimes it blurs the vividness of pre- 
cisely what it is that life insurance does 
and what happens when there is too 
little of it. 

Life insurance as a means of assuring 
that children will have the priceless 
boon of their mother’s time in case the 
father should die before they are grown 
is a readily grasped concept but the 
fact that children actually pine away 
and die when deprived of the loving 
care that a mother best provides is 
hardly appreciated at all. But the fact 
is that babies sicken and die of lone- 
liness just as quickly as they sicken and 
die because of improper feeding, ac- 
cording to Dr. René A. Spitz of the 
New York Psychoanalytic Institute's 
faculty. Dr. Spitz was not just theoriz- 
ing, for he exhibited to the eastern 
states health education conference at 
the New York Academy of Medicine a 
motion picture record of the deaths of 
34 infants in a South American found- 
ling home. 

The films, taken by Dr. Spitz more 
than a decade ago, have been frequently 
shown to psychiatrists but few others 
have seen them, Those who have 
watched them say they are deeply mov- 
ing and at the recent showing social 
workers and physicians wept as they 
watched the babies die because, in spite 
of having everything they wanted or 
needed, they had no mothers. 

There was adequate food, clothing and 
medical attention for the 91 infants who 
had been deprived of their mothers and 
fathers. The nurses were competent but 
each had to care for 10 infants and the 


rcutine took so much time that the 
nurses could not play with the babies 
or give them the other attentions that 
they would have had from a mother. 

There was nothing that Dr. Spitz or 
others aware of the situation could do 
about it. Within three months the re- 
sulting emotional starvation had com- 
pletely changed the children and within 
five months it was impossible to cor- 
rect the changes. 

Dr. Spitz reported that observations 
made on the children, who were be- 
tween three months and three years 
old, showed that this emotionai depriva- 
tion put the babies under as great strain 
as any that they might ever encounter in 
life. He said it was just as real as mal- 
nutrition, infection, or injury. 

Dr. Spitz said that after the movies 
were made he checked up on what hap- 
pened to the children. Twenty-seven 
had died in their first year of life, and 
seven in the second. Twenty-one lived 
through the experience but were so al- 
tered that from then on they could be 
classified only as idiots. 

Of course, not every life insurance 
policy contributes toward the averting 
of tragic consequences such as_ those 
recorded by Dr. Spitz. Nevertheless, if 
anyone engaged in the life insurance 
business ever wonders about the funda- 
mental importance and the basic social 
value of what he is doing, he need 
only give a thought to what would hap- 
pen with vastly greater frequency if 
there were no such thing as life in- 
surance. And it might also be some- 
thing for the consideration of the man 
who refuses to buy enough life insur- 
ance. 


Removal of Social Security Forteiture 


The Saturday Evening Post recently 
editorialized vigorously against the 
social security provision limiting a re- 
tired person to earning $50 a month 
under penalty of forfeiting social se- 
curity benefits. The Post puts out some 
powerful and plausible arguments. With 
the inflationary pinch making social 
security and other fixed incomes smaller 
and smaller in purchasing potency, it 
seems likely that there will be an in- 
creasing amount of tub-thumping to get 
the present forfeiture clause repealed. 

The Post editorial points out that the 
social security act contains no explana- 
tion of the “justice” of restricting the 
amount that a retired man may earn 
by his own labor “when no restriction 
is placed on what a more fortunate 


oldster may receive from investments, 
private pensions and annuities or rich 
and grateful relatives.” 

The Post also makes the point that 
if the retired man in the age 65-75 
range decides he can’t live on his $80 
social security income plus the $50 he 
is permitted to earn, the first $100 a 
month he earns, less income tax, “makes 
it a standoff between working and sit- 
ting quietly on the porch.” 

Perhaps the most telling point in the 
Post editorial is one which social in- 
surance experts have been quite con- 
cerned about in the whole attempt to 
pass off social insurance as something 
comparable with regular insurance. 

The editorial quotes from the 1951 
booklet, “Your NEW Social Security,” 


which contains the heading: “Who Pays 
For It?” The answer is: ‘Federal old- 
age and survivors insurance is paid for 
by a contribution (or tax) on the em- 
ploye’s wage and the self-employed 
persons earning from his trade or busi- 
ness.” 

The 
logically, 


quite 
“paid 
equal 
what 
what 
earns 


Post wants to know, 
if a retired worker has 
for” his benefits, along with an 
contribution by his employer, 
business is it of the government 
other income he has or how he 
it? 

There is no restriction on the earn- 
ings of social security recipients of old 
age benefits who are age 75 and more. 
If the forfeiture provision is removed 
entirely, as seems fairly likely, what 
will the effect be on life insurance 
sales? Quite a few retirement policies 
have been sold because the agent could 
say to his prospect: “You'll have social 
security coming to you when you are 
65 but unless you have enough other 
income so you won’t have to earn more 
than $50 a month, the social security 
benefits that you’ve paid for won’t do 
you any good.” 

That kind of sales appeal will neces- 
sarily be somewhat less effective if there 
is no forfeiture provision in the old age 
benefits provisions of social security. 
On the other hand, the continuing in- 
flation is making it increasingly dif- 
ficult for many people to buy the high- 
premium retirement income forms of 
insurance in adequate amounts, They 


may heartily agree with the agent that 
they need more retirement insurance, 
but a look at their bank balances brings 
the sober realization that there is little 
practical chance for them to buy enough 
retirement insurance so that their an- 
nuities, social security, and $50 a week 
of earnings, plus whatever else they 
may happen to have, will be enough 
to keep them going during retirement. 

It might be found that removal of 
the forfeiture provision would help at 
least as many sales as it frustrates. The 
same sort of thing happened in con- 
nection with social security old age and 
survivor benefits. Many agents found 
that with these government coverages 
to supplement the buyer’s private insur- 
ance program, he could build up a 
pretty fair income for his family if he 
died and for himself if he lived beyond 
retirement. 

In the same way, perhaps the knowl- 
edge that he would be able to work 
beyond age 65 and earn as much as he 
could without danger to his social 
security income would cause many a 
prospect to be interested in buying re- 
tirement insurance if he knew that he 
could have social security and all his 
earnings besides, rather than having 
to make a hard choice that would mean 
that either way he would have too little 
for a decent retirement income and 
consequently would be unlikely to make 
any move of consequence to build up 
an adequate private retirement income 
program. 








PERSONAL SIDE OF THE BUSINESS 





Marc Benjamin, program chairman of 
Wichita Assn. of Insurance Agents, and 
Jack Laffer, agency supervisor of the 
H. W. Laffer agency of Northwestern 
Mutual Life, Wichita, will accompany 
the Wichita Kiwanis chorus to the In- 
ternational convention at Seattle in June. 

Louie E. Throgmorton, vice-president 
of Republic National, will speak during 
the annual meeting of Texas Assn. of 
iaegrene Agents at Dallas May 15-16 

1 “Of Thee I Sing.” 

'W. G. Clark, member of the board 
of Jefferson Standard Life since 1919, 
was honored at a directors’ luncheon 
marking his 75th birthday. 

U. S. Chamber of Commerce has re- 
elected ‘(Chase M. Smith, general coun- 
sel of Lumbermen’s Mutual Casualty of 
Chicago, as a director representing in- 
surance. 

John J. Tunmore, general agent of 
Provident Mutual Life in New York 
City, has been elected president of the 
Georgetown University Alumni Assn. 

Irving T. Goldie, Mutual Benefit 
Life, Chicago, and Mrs. Goldie will be 
leaving June 6 for a nine-week Eu- 
ropean trip. 

Elles M. Derby, director of manage- 
ment training of Metropolitan Life, will 
be one of the speakers at the refresher 
conference of the Wharton school of 


University of Pennsylvania June 16-27 
He will talk on “The Finding, Selecting 
and Training Systems Men.” 

Alan B. Doran, assistant vice-presi- 
dent Home Life of New York, has been 
awarded an honorary Boy Scout cam- 
paign ribbon for his activities as chair- 
man of the northwestern district, Nas- 
sau County council. 


DEATHS 


ALBERT H. LAMB, 66, retired as- 
sistant treasurer of Federal Life of Chi- 
cago, died in Chicago of a heart attack. 
He had been with the firm 50 years be- 
fore he retired two years ago. 

WILLIAM E. HUGGINS, 74, vet- 
eran superintendent of claims of Mutual 
Benefit H.&A. and United Benefit Life, 
died at Omaha following a heart at- 
tack. He joined the organization in 1917. 
He was active in International Claim 
Assn. 

JOHN D. PEARSON, manager of 
Hoosierland ‘Rating Bureau and_ the 
Indiana automobile assigned risk plan, 
and who was a former insurance com- 
missioner of Indiana, died of a heart 
attack at his home in Indianapolis Sun- 
day. His age was 48. He took a prom- 
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inent part in the campaign that_eventu- 
ated in the election of Ralph Gates as 
governor of Indiana and Mr. _Pearson 
served aS insurance commissioner in 
the Gates administration from 1944 to 
1948. His earlier experience had been in 
fre insurance company work in In- 
diana. : 

Mr. Pearson was also executive sec- 
retary of ABC Service Bureau. He was 
also a director of Rural Bankers Life 
and Indiana Travelers Assurance. 

PAUL C. FRENCH, 62, New York 
Life, Detroit, was killed in a highway 
collision near Norwalk, O. Mrs. French, 
and two others traveling with them 
suffered cuts and concussions. 


RALPH W. FISCHBECK of New Eng- 
land Mutual Life, Mason City, Ia., died 
there after a long illness. 


New Mich. Tax Bill Signed 


LANSING, MICH.—One of the few 
new revenue acts to gain approval of 
Gov. Williams was the measure which 
brings all Michigan-domiciled insurers, 
except Blue Cross hospital and medical 
services, under. the corporation fran- 
chise fee law on a limited basis. Af- 
fected carriers must henceforth pay a 
levy of 5 mills per dollar of paid-up 
capital surplus and unassigned funds. 
The governor vetoed a number of reve- 
nue measures adopted as a “package” 
budget-balancing program by the Re- 
publican-dominated legislature. 











Syphus Talks at Utah Forums 


Harry J. Syphus, general agent Bene- 
ficial Life, Salt Lake City, and trustee 
National Assn. of Life Underwriters, 
discussed life insurance and social secu- 
rity at finance forums sponsored by 
Utah Federation of Women’s Clubs at 
Salt Lake City, Ogden and Provo. 





Luncheon, Sales Campaign 
Mark Steinman’s 40th Year 





George W. Steinman, president Mid- 
land Mutual Life, was feted at a lun- 
cheon given by home office employes 
that marked his 40th year with the com- 
pany and climaxed a 40-day sales cam- 
paign in his honor. 

New business produced in the cam- 
paign totaled approximately $5 million, 


| a 58% increase over last year’s cam- 


paign. Since Mr. Steinman joined the 
company in 1912, insurance in force has 
increased from $9 million to $229 mil- 
lion. Assets have grown from $700,000 
to $72 million. 

C. O. Sullivan, executive vice-presi- 
dent, presented Mr. Steinman a dia- 
mond service pin. 


A 





Inflationary Farm Loan Effects 


Inflationary federal policies have 
forced Equitable Society to relax some- 
what its formerly conservative attitude 
on valuations of farm properties for 
lending purposes, R. I. Nowell, vice- 
president in charge of farm loans, com- 
mented at a recent meeting sponsored 
by the University of Illinois College of 
Agriculture. Mr. Nowell said that Equit- 
able’s foreclosure experience became so 
favorable that it indicated excessive cau- 
tion relative to the market and loss 
lending opportunities. 

Equitable had used a normal value 
concept for appraisals, assuming typical 
croppings, average yields and normal 
costs, but recently discarded this form- 
ula, adopting what it terms “interim 
normal commodity prices,’ representing 
minimum or floor prices likely to pre- 
vail for a few years ahead. 





Off to a Good A. & S. Start 


Mutual Life finished up its first month 
of writing accident and sickness busi- 
ness with a highly satisfactory volume 
of business, and, as important as any- 
thing else, no adverse effects on the 
life insurance activity of its agents. In 
fact, the company is understood to be 
ahead of the average percentage in- 
crease for ordinary with a 13% increase 
for March as against 11% for the or- 
dinary writings of all companies; and 
17% for the first three months as against 
12% for all companies’ ordinary busi- 
ness. 

Mutual has built its A. & S. business 
on quality and preselection and the 
company is much pleased at the type 
of applicants that its agents have writ- 
ten. It is also pleased that the complete- 
ness with which information has been 
supplied. In its indoctrination courses 
the company emphasized the extra cost 
that results from correspondence aris- 
ing out of incomplete data on applica- 
tions. The company’s approach on the 
quality question is that by getting high- 
grade prospects it can afford to follow 
a liberal claim policy. 





Economy on the Line 


A money-saving stunt for association 
executives and perhaps some company 
officials is the installation of a direct 
telephone line to the executive's desk 
that doesn’t go through the office switch- 
board. If the executive is one who 
gets a good many long distance calls 
in the course of a year, the fact that 
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callers can phone him at the station-to- 
station rate and be sure of getting him 
far more than offsets the extra cost of 
the private line. The system of course 
is that nobody but the executive himself 
answers the phone. It wouldn't pay off 
for everybody but there is at least one 
office that makes good use of the plan. 








Dayton Life Men Educate 
Local School Teachers 


There were some 1,750 school teach- 
ers from Dayton taking part in the 
annual business-industry-education day 
during which the Dayton Assn..of Life 
Underwriters played a prominent part 
by sponsoring a life insurance program 
for two groups of teachers. Joel A. 
Blandford, Mutual Benefit Life, presi- 
dent of the Dayton association, pre- 
sided and Robert O. Smith, Massachu- 
setts Mutual was general chairman. 
Other participants in the program to 
explain the place of life insurance were 
Robert B. Swiss; Walter S. Bunn; Her- 
bert E. Whalen, Jr.; Graham Hopkins; 
Russell K. Cahall; Maurice E. Mitchell; 
Judge Rodney M. Love; Henry S. Stout, 
John Hancock; Robert T. Flynn; 
Thomas H. Gillaugh; Willis N. Turner, 
Emil Stamen, and Walter H. Grundy, 
Connecticut Mutual. 


Sponsor Industry Visits 


The Dayton association sponsored the 
visits of teachers to the various busi- 
nesses and industries in Dayton and 
furnished lunch to the teachers, who 
were given credit by the board of edu- 
cation for a full day’s school attendance. 
There were a number of questions di- 











Trio at zone 4 meeting of National Assn. 
of Insurance Commissioners at Detroit: 
Thor Wanless, attorney of Springfield, I1l.; 
Lee Shield, counsel of American Life Con- 
vention, and Raiph Jones, legislative coun- 
sel of Continental Assurance-Casualty. 


rected by the teachers at the close of the 
session and their written comments ex- 
pressed the value they had gotten from 
the day’s experience. 





R. L. Altick Resigns 


Robert L. Altick has asked to be re- 
lieved as general agent for Oregon 
for Mutual Benefit Life. He has agreed 
to stay no later than July 1 to enable 
the company to secure a replacement. 
Although future plans are not definite, © 
Mr. Altick plans to return to California 
where he spent 17 years in the life busi- 
ness. 
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Do You Want-- 


V Large Commissions 
V Steady Renewals 
V Standard Policies 


(rates and provisions competitive with 

every old line legal reserve life com- 

pany in the U. S.) 

V Special Policies 

(two of them, both sure-fire best 

sellers.) 

V Established Territories in 
the South 


V Brand New Territories in 
Texas and Oklahoma 


V A Sound Company 
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National Equity Life has operated in 
the South for 28 years, and is now 
expanding into Texas and Oklahoma. 


This may mean unusual opportunities 
for you. 


Write today for full information. 


NATIONAL EQUITY 
LIFE INS. CO. 


Little Rock, Arkansas 
C. E. LOWRY, President 
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~ LIFE AGENCY CHANGES 





Connecticut General Names 
Hummel General Agent 


Connecticut General Life has appoint- 
ed Paul A. Hummel 
general agent at 
South Bend, Ind., 
to succeed Walter 
W. Peterson, who 
will enter personal 
production as asso- 
ciate general agent 
at Fort Wayne. 

Mr. Hummel 
joined the company 
at Los Angeles in 
1946. In 1949, he 
became supervisor, 
and the following 
year, assistant gen- 
eral agent there. 
He is a graduate of University of Ne- 
braska. 





A. Hummel 


Paul 





Colonial Life Names Costa 
Colonial Life has appointed John T. 

Costa general agent at Paterson, N. J 

Mr. Costa has been with the company 


since 1948. As a personal producer he 
has twice been named company Man of 
the Year. In 1949-50, he was appointed 
head of the President’s Club. 


Newkirk, Taylor District 
Group Heads for Prudential 


Prudential has appointed William L. 
Newkirk district manager for the new 
group offices at Allentown, Pa., an 
Arthur R. Taylor district manager for 
the new group office at Portland, Me. 
Both have been with the company since 
1947. New district group offices are also 
planned fo: Birmingham and _ Des 
Moines. 








Columbian Appoints Black 


Columbian National Life has named 
Ray B. Black general agent at Des 
Moines. Mr. Black was formerly super- 
visor there for Metropolitan Life. 





Life & Casualty has appointed W. L. 
Hamilton superintendent at Brunswick, 
Ga. Mr. Hamilton has been with the 
company since 1935. 
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Mutual Life Sends Wagner 
to Pueblo Succeeding O’Neal 


Mutual Life has appointed Charles A. 
Wagner manager 
at Pueblo, Colo., 
to succeed Clyde C. 
O’Neal, who retires 
after 29 years with 
the company. 

Mr. Wagner 
joined the company 
in Pueblo in 1945, 
and the following 
year became assist- 
ant manager at Al- 
buquerque. Mr. 
O’Neal has been 
manager at Pueblo 
since 1937. He went 
with the company 
at Denver in 1923. 


Charles A, Wagner 





Provident Mutual Appoints 
Everett Manager at Atlanta 


Life has named 
Charles H. Everett 
manager at Atlanta. 
He was formerly 
insurance manager 
for Ely & Walker 
Co., St. Louis. 

Mr. Everett en- 
tered the business 
in 1937. He is a 
graduate of the 
Citadel, and a na- 
val veteran. He 
has a substantial 
background both as 
a personal producer 
and agency man- 
ager. 


Life&Casualty Names Gaddy 


Life & Casualty has appointed J. L. 
Gaddy district manager at Hannibal, 
Mo. He was formerly district super- 


Provident Mutual 





Charles H. Everett 








intendent at Clarksville, Tenn. Mr 
Gaddy has been with the company since 
1946. 

George Bennington has been pro. 
moted from district manager at St 
Joseph, Mo., for Penn Mutual, to sy. 
pervisor in the home office agency, 

Massachusetts Mutual Life has ap. 
pointed Gordon W. Sneath district 
group representative at Baltimore. Mr, 
Sneath has been with the company since 
1949. 

Hugh A. Logan, who has been jp 
charge of the St. Louis life depart. 
ment of Marsh & McLennan since 1943, 
has been elected a vice-president. 


RECORDS 


Beneficial Life of Salt Lake City was 
15% ahead of the first quarter of 195] 
on issued business. 

New paid business for the first three 
months for Jefferson Standard Life to. 
taled $35 million, largest first quarterly 
gain in company history. Insurance ip 
force for the same period reached $1,060,. 
000,000. 

New paid business for April for Guar. 
antee Mutual Life was up 22% over Aprij 
of last year, the greatest gain for the 
month since 1946. Paid volume for the 
first four months gained 14% 
same period a year ago. 

New paid business for Kansas City 
Life for the first four months totaled 
$46,471,882, a gain of 39% over the first 
four months of last year, and a com- 
pany record. April business amounted 
to $13,210,552, a 50% gain over April of 
last year, and a record for the month, 

Insurance in force for Excelsior Life 
of Canada has reached $300 million, 

Insurance placed in force through April 
by Volunteer State Life has exceeded $20 
million, a gain of $50 million since last 
August. Assets are over $50 million, and 
surplus has passed $40 million. 

New paid business for April for Great. 
West Life totaled $23,849,000, a record 
for the month. 

New paid business for the first four 
months for Midland Mutual Life was up 
38% over the same period last year. 
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__ AGENCY NEWS 


Crown's N. J. Agency 
Honors E. J. S. Brown 


NEWARK—E. J. S. Brown, assistant 
general manager of Crown Life, was 
guest of honor at a dinner given by New 
Jersey Life Associates, Inc., state agent 
jor Crown. M. Dickstein, the agency’s 
president, presided. Other speakers were 
Mr. Brown, A. F. Williams, vice-presi- 
dent and superintendent of agencies, I. 
M. Gilbert, associate superintendent of 
agencies, and Joseph Clemens, agency 
manager of New Jersey Life Associ- 
ates. 

The agency wrote $1% million in the 
frst month of the two-month “cam- 
paign of roses” which Crown Life is 
conducting in Mr. Brown’s honor. The 
agency’s average policy was $18,000. 
Crown Life in 1928 was entered in only 
three states but now operates in 22. 





Bergen-Eiber Agency Has 
Open House in New Home 


NEW YORK-—Bernard Bergen and 
Bernard Eiber, general agents of Mu- 
tual Trust ‘Life, were hosts at a heavily 
attended open house in their newly re- 
modeled home at 26 Court street, Brook- 
lyn. Quarters of the former Eiber 
agency have been enlarged and com- 
pletely remodeled, tastefully decorated, 
and air conditioned. Before formation 
of the partnership, Mr. Bergen’s office 
was at 185 Montague street, Brooklyn. 

President Raymond Olsen of Mutual 
Trust Life was on hand from Chicago, 
as were A. H. Neil, eastern division 
manager of Mutual Trust, and the com- 
pany’s eastern general agents. 


Shedd Tops Republic List 


The Shedd agency for Republic Na- 
tional Life, Dallas, led all agencies in 
production for April. R. G. Thomas, 
manager at McAllen, Tex., was named 
Man of the Month for the life depart- 
ment, and C. H. Wasson, Big Spring, 
Tex., became Man of the Month for 
A. & H. 








Schwemm Leads Great-West 


The Schwemm agency for Great- 
West Life, Chicago, led all company 
agencies in April production with $2,- 
624,143 in new ‘business. The Schaefer 
agency, Los Angeles, placed second. 





Signs 19 Agents in Year 


The Illinois agency of Service Life of 
Omaha at Chicago recently marked its 
first anniversary. Under Marvin L. 
Adelson as manager, the agency has 
grown from scratch to 19 agents. Lead- 
ing agent in both A. & H. and life was 
Phil Shaw. 





Klein Nears Top for Home 


The Klein agency for Home Life of 
New York, Chicago, ranked third among 
company agencies in production for the 
first four months. Agency leaders for 
April are Frank Ryan; Bernie Marks; 
Charles Main, and Jack Little, assist- 
ant manager. 








Estate Quarterly Issued 


Farnsworth Publishing Co., whose 
editorial board is headed by Solomon 
Huber, general agent of Mutual Benefit 
Life in New York City, has recently 
introduced Estate Planners Quarterly, 
a 64-page publication designed to re- 
duce complex estate and business in- 
surance presentations to the simple sales 
interview language used by successful 
Producers. William P. Stowe, formerly 
editor of Manager’s Magazine of L.I.A. 
M.A., is director of publications. The 
editorial board includes prominent au- 
thorities in the insurance and estate 
planning field. 

The company recently published a 
book titled Business Interests: Contrac- 


Vion 


tual Disposition Effective at Death. The pervisor for Florida, and A. E. Smith, 


company is located at 11 West Prospect 
Avenue, Mt. Vernon, N. Y. 


COMPANIES 


Country Life Celebrates .. 
Passing $500 Million Mark 


There were about 400 general and 
special agents of Country Life meeting 
at Springfield to celebrate the passing of 
the $500 million mark in life insurance 
in force by Country Life. The company 
was established in 1929 and its sales 
are limited to Illinois farmers. 














Group Health Buys Company 


Group Health Mutual of St. Paul has 
purchased Union Employes Life of 
Seattle. Its name will be changed to 
Group Health Mutual Life and the 
home office moved to St. Paul in the 
near future. 





Complete Training School 


Life & Casualty has completed a 
training school for 51 superintendents. 
Instructors were H. D. Atkins, district 
supervisor, Tampa; W. O. Vernon, su- 


supervisor for Tennessee. 





Constitution Life Purchase 


Constitution Life has purchased a 10- 
story apartment building at 3278 Wil- 
shire boulevard, Los Angeles. The com- 
pany will erect a two-story annex and 
convert the building into a home office. 
Cost of the conversion has been set at 
$3,240,000. 





Phoenix Mutual Purchase 


Phoenix Mutual Life has purchased 
a 53-acre tract on Asylum avenue, West 
Hartford, from St. Joseph College. The 
land, together with a small tract pur- 
chased earlier, brings the company’s 
West Hartford holdings to nearly 60 
acres. 





Provident Life of North Dakota 
topped 92 companies operating in the 
state in new business for 1951. The 
company also led in insurance in force 
for the 12th successive year. 





Franklin B. Tuttle, president Atlantic 
Mutual, has ‘been named trustee of 
Teachers Insurance & Annuity. 


Pioneer American has been licensed in 
Arkansas, 


Sun Life of Canada Cups 
Awarded to South, Cromwell 


F. L. South, manager Sun Life of 
Canada, Spokane, has been awarded 
the president’s trophy for outstanding 
achievement in paid volume, manpower 
rating, and office costs, A. V. Fortye, 
Honolulu, was second, and J. D. Siner, 
Wilmington, Del., finished third. 

H. Roy Cromwell, supervisor at 
Newark, won the director of agencies 
trophy. J. D. Wilson, Spokane, was sec- 
ond, and J. Scott Cumming, Honolulu, 
placed third. 





Claris Adams on Steel Crisis 


Claris Adams, president Ohio State 
Life, commented on President Truman’s 
seizure of the steel industry before the 
Advertising Club of Columbus that, “if 
the Supreme Court should hold that 
the President is above law, that he is 
not bound by the constitution or his 
oath to support it, that the bill of 
rights is unenforceable against execu- 
tive encroachment, that the citizen has 
no remedy when his rights are invaded 
by usurpation, then America will still 
be a nation, but the nation will not 
still be America.” 





terms.” 
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John Teppler says, “Prudential’s Temporary Income policy com- 
pletely covered this $8800 mortgage for only $19.32 quarterly at 
age 35. Rock-bottom cost is what makes this plan so popular with 
my mortgage insurance prospects. It is thrifty decreasing Term 
insurance, and Prudential makes it available in a wide variety of 


The Temporary Income policy can be tailored to fit the needs 
of almost any prospect. Just get from your prospect: HIS 
AGE, INTEREST RATE, MORTGAGE BALANCE, YEARS 
FOR MORTGAGE TO RUN. Your nearest Prudential Agency 
will supply the other details. Call on us today. 


The above facts are based on an actual case, 
but, of course, true identities are not given. 


THE PRUDENTIAL Insurance Company of America 


A mutual life insurance company 


HOME OFFICE: 


Mrs. Anne Caldwell, mother and homemaker, says — 


“My husband died less than two months after we got 
this policy. But thanks to John Teppler, our insurance 
man, the children and I have a roof over our heads 
today — and our home is free and clear.” 


PRUDENTIAL 
SECURITY PLANS 
SELL 

BECAUSE THEY SERVE 





NEWARK, N. J. 
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Frank L. Harrington 
Edward R. Hodgkins, Vice-Pres. and Mgr. of Agencies 


The real test of the worth 
of a sickness and accident 
policy comes at claim time. 


So the right kind of claim service is 


all-important .. . to the policyholder . . . to you who 
stake your reputation in selling the case. 


As a leader in the non-cancellable 


disability field, we invite comparisons 


of benefits ... 
especially welcome your attention to the manner 


of premiums... of service. But we 


in which we treat the policyholder. 


COMPANY 
MASSACHUSETTS 


INSURANCE 
WORCESTER 2, 


President 


NON-CANCELLABLE ACCIDENT & HEALTH e LIFE ¢ GROUP 


Agency representation in the 48 states, the District of Columbia, Hawaii and Canada 
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MINNESOTA e 


OREGON e NORTH DAKOTA e 


Life 
Accident 
Health 





SOUTH DAKOTA e 


WASHINGTON 
IDAHO e MONTANA 


Hospitalization 


Annuities 


Pension Trust 


The PROVIDENT 


Life Insurance Company 
BISMARCK, NORTH DAKOTA 


JOSEPH DICKMAN, Vice President 


*"The Provident States" 


“Over a third of a century of steady progress in the Northwest!" 




















AMONG COMPANY MEN 





Mutual Life Names 
Schmidt, Four Others 


Mutual Life has promoted William 
H. Schmidt, assistant actuary, to asso- 
ciate actuary. The company has also 
advanced George McNamara, Seth 
Hastings and Neil W. Macintyre, ad- 
ministrative assistants, to associate ac- 
tuaries, and William T. Hevert, staff 
actuarial assistant, to senior technical 
assistant. 

Mr. Schmidt joined the actuarial de- 
partment in 1943, and became assist- 
ant actuary in 1947. Mr. McNamara has 
been in the department since 1930. He 
was appointed section head in 1941, and 
administrative assistant in 1946. Mr. 
Hastings has been with the company 
since 1932, and administrative assist- 
ant since 1947. Mr. Macintyre joined 
the company in 1934, and became ad- 
ministrative assistant in 1949. Mr. Hevert 
went with the department in 1933. He 
was made staff actuarial assistant in 
1948. 

Added responsibilities have been given 
to Charles Richardson and Morris 
Monsky, associate actuaries, and Gerald 
M. Crowley, technical assistant senior. 
Clifton L. Hickok, administrative assist- 
ant, gets a change in title to staff actu- 
arial assistant. 


O'Neill New Vice-President, 
Medical Head for Franklin 


Franklin Life has named W. H. F. 
O’Neill vice-presi- 
dent and medical 
director. He was 
formerly assistant 
medical director for 
Great-West Life. 

Dr. O'Neill en- 
tered life insurance 
in 1946 following 
four years in the 
Canadian army 
medical corps. He 
is a member of the 
medical section 
American Life 
Convention, and 
Assn. of Life In- 
surance Medical Directors. He is a 
graduate of University of Manitoba. 








W. H. F. O'Neill 





Name New Massachusetts 
Mutual Assistant Counsel 


Massachusetts Mutual Life has named 
William Lawrence assistant counsel. 
ae a Since entering the 
business in 1950, 
Mr. Lawrence had 
been assistant coun- 
sel for John Han- 
cock. 

He is a graduate 
of Harvard and 
Yale law school. 
In 1942, following 
two years of pri- 
vate practice in 
Boston, he entered 
government service 
with the office of 
alien property cus- 
todian, and later, 
with FCC. He returned to private prac- 
tice in 1945, 


Republic Appoints Killmar 
Republic National Life has appointed 
James J. Killmar manager of claims to 
succeed G. T. Delahunty, who resigned 
to become claims manager for All- 
American Casualty. Mr. Killmar has 
been with the company since 1947. 





William Lawrence 





Brokerage Managers Named 


Occidental of California has named 
the following brokerage managers: Rob- 
ert E. Gara, Fresno, Cal.; V. Eugene 
Goodwin, Spokane, and Edward N. 
Gruber, San Diego. Mr. Gara was for- 


merly with New York Life; Mr. Good- 
win, Great-West Life, and Mr. Gruber, 
Connecticut General Life. 





Name Duplicating Manager 


Massachusetts Mutual Life has ap- 
pointed Warren I. Fillmore manager 
of the new duplicating department. Mr. 
Fillmore joined the tabulating depart- 
ment in 1923, and transferred to the 
claim department in 1925. He became 
duplicating supervisor last February, 





New York Life Names Brower 


New York Life has named Paul 
Brower field training consultant for ad- 
vanced underwriting. Since 1948, Mr. 
Brower has been editor of Prentice. 
Hall Insurance and Tax News Letter. 
He joined that organization in 1947. 








Manhattan Salary Coverage 


Manhattan Life now issues salary 
allotment coverage. Families of em- 
ployes are eligible to participate. 





Supreme Liberty Recruiting 
Bert M. Roddy, assistant agency 
officer for Supreme Liberty Life of 


Chicago, was recently in Nashville jn- 
terviewing graduates of Fiske Univer- 
sity and Tennessee Agricultural & In- 
dustrial State University for employ- 
ment as district managers and agency 
supervisors for the company. The com- 
pany has maintained an intensive train- 
ing course in Chicago with $150 per 
month paid during training. This is the 
sixth year that the company has used 
this plan for recruiting personnel. 





. Despard & Co., Inc., general brok- 
ers New York City, has named Rich- 
ard W. Vilas manager of the life de- 
partment. 











Check these points — 


Centrally located just 45 minutes 
from the heart of Chicago in 
suburban Highland Park. 

Stately Georgian buildings sur- 
rounded by 2! beautiful wooded 
acres overlooking Lake Michigan. 
No commercial distractions, no 
city turmoil. Keep your men fo- 
gether in a quiet “country home” 
work-inspiring atmosphere. 
Private beach and every recrea- 
tional facility on the grounds or 
close by. 

No extra charge for use of ball- 
room and conference rooms 
varying sizes. 


Convention or sales groups given first prefer- 
eace year ‘round. Write for full informatica. 








Moratne on-the-Lake 


HOTEL 


HIGHLAND PARK ILLINOIS 
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NEWS OF LIFE ASSOCIATIONS 





McAllister Tops N. Y. 
City Assn. Ticket 


NEW YORK—Charles S. McAllister, 
New England Mutual, has been nomi- 
nated for president of the New York 
City Life Underwriters Assn. 

Harold N. Sloane, general agent Con- 
tinental Assurance, has been nominated 
tor administrative vice-president; Harry 
K. Gutmann, Mutual Life, public rela- 
tions vice-president; Harold A. Loewen- 
heim, manager Home Life of New 
York, educational vice-president, and 
Thomas ‘L. O’Hara, district manager 
Metropolitan Life, treasurer. 

Nominated to serve as directors for 
three-year terms are Michael P. Coyle, 
Phoenix Mutual; Matthew J. Lauer, 
general agent Continental American; 
Donald L. Mallory, Equitable Society; 
Lamont Post, broker, Post & Kurtz; 
Carl M. Spero, broker, Spero-Whitelaw; 
J. Ezbon Stover, Northwestern Mutual 
Life, and Stanley R. Wayne, general 
agent Mutual Benefit Life. For two 
years: Ascher M. Heller, Guardian Life; 
for one year, Graham R. Adams, dis- 
trict manager Prudential. Elections will 
be held at the June meeting. 


Northern Illinois Congress 
Set for Rockford, May 17 


The program has been completed for 
the Northern Illinois Sales Congress on 
May 17 at Rockford, following the mid- 
year meeting of the Illinois state as- 
sociation and a general agents and man- 
agers session on May 16. Speakers are: 
Henry W. Persons, manager Mutual 
Life, Chicago; William Pierce, North- 
western Mutual, Elgin; J. T. Meek, 
executive secretary Illinois Federation ot 
Retail Assns.; Russell Tomlinson, New 
England Mutual, Chicago; John Lujack, 
Equitable Society, Chicago and Emer- 
son Cooper, assistant agency vice-presi- 
dent Equitable Life of Iowa. 

Mr. Cooper will also speak at the 
Friday afternoon meeting of the general 
agents and managers. 

There will be on Friday a meeting 
of agents and the Illinois Round Table 
under the auspices of the Rockford 
C.L.U. There will be a panel discus- 
sion with Arthur Priebe, Penn Mutual, 
as moderator, on the use of the set- 
tlement option. 

Later that afternoon there will be the 
midyear meeting of the Illinois asso- 
ciation, followed by a fellowship dinner 
at which the speaker will be Jack Nuss- 
baum, Massachusetts Mutual, Milwau- 
kee, a trustee of N.A.L.U. 





Tour with Nebraska Caravan 
Ralph ‘E. Kiplinger, president Guyar- 
antee Mutual Life discussed “Bright 
Spots Ahead”, and Forrest A. Ritchie, 
New York Life, spoke on “Mental At- 
titude”, while touring with the recent 
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61ST YEAR OF SERVICE 











spring sales caravan, sponsored by Neb- 
raska Assn. of Life Underwriters. Stops 
were made at Norfolk, Beatrice, Grand 
Island, McCook, and Scottsbluff. 


B. H. Groves Heads 
Slate at Chicago 


The nominating committee of Chicago 
Assn. of Life Underwriters has submit- 
ted the following slate to be elected at 
the annual meeting on June 23: Presi- 
dent, Benjamin H. Groves, manager 
Travelers; first vice-president, Russell 
C. Whitney, Connecticut Mutual; sec- 
ond vice-president, Freeman J. Wood, 
general agent Lincoln National, and 
treasurer, Roy D. Simon, Penn Mutual. 

Speaker at the annual meeting will be 
Thomas I. Parkinson, president of Equi- 
table Society. The meeting will be in 
the form of a luncheon and special rec- 
ognition will be given to 100% honor 
roll agencies, National Quality Award 
winners and graduates of special courses. 


Bullwinkle New President of 


San Francisco Association 


William W. Bullwinkle, Guardian 
Life, is the new president of San Fran- 
cisco Life Underwriters Assn. elected at 
the annual meeting May 8. Hugh W. 
Davy, Home Life, secretary of San 
Francisco General Agents & Managers 





Assn., was elected vice-president rep- - 


resenting management and George C. 
Dankwerth, ‘Reliance Life, is the new 
secretary. Herbert W. Humber, Mutual 
Benefit; Bernard Greendorfer, State 
Mutual, and Monte Weiss, Metropoli- 
tan, were elected directors. R. Edwin 
Wood, Phoenix Mutual, was reelected 
national committeeman. Vice-presidents 
representing C.L.U. and the women’s 
division are still to be selected by those 
groups. 

Walter Powell, general agent of John 
Hancock at Atlanta, a former football 
coach at Stanford University, spoke on 
“Around the End and Through the 
Line” to life insurance selling. 


Robinson, Marsh Speak at 
Utah Association Congress 


Charles C. Robinson, vice-president 
and manager of agencies, Columbian 
National Life, discussed “Getting In, 
Through, and Out” at the annual sales 
congress of Utah Assn. of Life Under- 
writers at Salt Lake City. John D. 
Marsh, general agent Lincoln National 
Life, Washington, D. C., and secretary 








National association, spoke on “A 
Method of Operation.” 
Salina, Kan.—Harold Daily, Mutual 


Life, Abilene, spoke on “What the Na- 
tional, State and Local Underwriters’ 
Associations Mean to Me.” 

Garden City, Kan.—The Southwest 
Kansas association heard Sherman Huff, 
resident vice-president of Union National 
Life, speak on “Inflation.” 

Richmond, Va.—Techniques in selling 
business insurance were discussed by 
David Marks, Jr., New England Mutual, 
New York. He emphasized the impor- 
tance of care in selling policies to busi- 
ness executives and other key men and 
warned that attorneys and accountants 
should be consulted in such cases. 

Lincoln, Neb.—George L. Hamlin, 
agency vice-president Guarantee Mutual 
Life, outlined agent responsibilities. 


Oklahoma City—The L.U.T.C. seminar 
sponsored by the Oklahoma City associa- 
tion heid its final class May 3. Review 
and refresher sessions will be conducted 
by Minor Smith, class leader, May 10 
and 17. 

Toledo, 0.—The association celebrated 
its 50th anniversary May 7, with Claris 
Adams, president of Ohio State Life, as 
principal speaker. Honored guests were 
the “old timers,” who had been in the 
business at Toledo for 25 years or more. 

Michigan City, Ind.—Harold Keppen, 
Michigan City, has ‘been elected presi- 
dent of the LaPorte County association, 
succeeding. Albert Starmer,. LaPorte. 


Richard Vanderwall, LaPorte, is vice- 
president and George Baughman, Mich- 
igan City, secretary. 
Syracuse—President Charles E. Clee- 
ton of National Assn. of Life Under- 
writers addressed a luncheon meeting. 


Philadelphia — President Charles E. 
Cleeton of National Assn. of Life Under- 
writers will be the speaker at the lunch- 
eon meeting May 13. 

Pittsburgh—Norbert J. Weidner, Reli- 
ance Life, will speak on “Foundation 
Fundamentals” at the May 16 meeting 
at Beaver Falls. Fayette county branch 
will hold a “Ladies Night” dinner May 
23, at Hopwood. 

Lincoln, Neb.—Life Underwriter Train- 
ing Council certificates have been issued 
to 14 members who recently completed 


the second year course in advanced un- 
derwriting. 

Emporia, Kan.—The 1952 training 
school for association officers has been 
set for June 21. Elliott Belden, manager 
Franklin Life, Salina, will be in charge, 








Michiganders Honor Boardman 


The April sales campaign honoring 
Robert P. Boardman, president Wiscon- 
sin National Life, was climaxed for 28 
leading Michigan producers at a vic- 
tory dinner at Eaton Rapids, Mich. 
M. S. Kirkpatrick, Michigan manager, 
Grand Rapids, presided. John C. Hoekje, 
Jr., general agent Kalamazoo, was rec- 
ognized as top producer for the month. 


His Words Made 


Justice Practical 























an in the eighteenth 
century, Sir William Black- 
stone published his famous 
“Commentaries.” Today your 
lawyer still refers to these basic 
principles for sound precedent. 
He combines them with his 
specialized knowledge to guide 
his clients wisely and well. 

Our hats are off to your 
lawyer. His sage counsel serves 
your community in the cause 
of justice. 


ANOTHER GOOD COUNSELLOR 


Like a lawyer, a Mutual Benefit 
Counsellor bases his advice 
_upon sound precedent. 

Using Mutual Benefit’s ex- 
clusive Analagraph, for ex- 
ample, he detects future finan- 
cial trouble spots. Then, from 
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the variety of plans at his dis- 
posal, he recommends the right 
plan to meet each client’s 
specific requirements. 


SPECIAL PLAN FOR LAWYERS 


Many lawyers have profited 
from the advice of a Mutual 
Benefit Counsellor. That’s be- 
cause he takes into account 
their special situation ... and 
shows them how to protect 
their professional future. 
Thousands of lawyers—and 
other professional people— 
regard the Mutual Benefit 
Counsellor as an asset to finan- 
cial welfare in the community. 
He has earned the trust of 
lawyers and other professionals 
by his experience and knowl- 
edge as a business adviser. 


MUTUAL BENEFIT LIFE 


INSURANCE 


COMPANY 


QRGANIZED 1M 164658 + 300 BROADWAY, NEWARK, NEW JE8S8EY 
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Sales Ideas That Work 


EDUCATOR FIRST, SALESMAN SECOND ing out a plan to fit my own individual sore. “But,” he claims, “if you’re oing who 


Seog : 
personality.” to be yourself, you can’t switch yoy 


B } W ith Murray Projector’s make-up— type of humor for someone else’s. | 
Makes Sales by Breaking individualistic, set in his ways—this was may lose a piece of business here o withe 
no small order. He shuns crowds, joins there, but I am not going to Mimic 
‘ z no clubs or lodges, never takes a prospect I’m going to do it my way, and that 
Rules d Bein Himself to. lunch or sends him a birthday card. mainly to convey the impression of my ment 
a ] } His jokes often carry a sting which back- fundamental know-how.” ‘ Profi 


fires. He won’t call on a stranger to When he makes a sale he hangs on t 








Bob Crosby used to sing a song with Ask him how he made the $700,000 talk insurance. the ata dl -_ a corporation lay. Disal 
the refrain: ‘Accentuate the positive, club in 1951—his fifth year in the busi- 16 Years as Accountant vig Go ‘ * t-e ge Pre este 0 4 Spends 20-P. 
eliminate the negative.” That’s how ness—and he'll answer: “I built up to it Sis ‘saibeeonedl Waa Sk Siteed tee 0 vs + for in delivering the policy, Year 

: : ‘oty. by following the basic principles of the : : 2 joined the He takes it for granted that the purchaser 
Murray Projector, Equitable Society, °¥ * & P it i. Equitable, in 1947, was 16 years of work will never read it himself. He hammers Rene 
E| Paso, sells life insurance. million-dollar men and otherwise work- 3°°4n accountant. He was the kind of home the advantages and features point 
fellow who knows more about statistics by point; pours on all the informatio, L-30 





than about people. Instead of socializ- that the customer will take. In thi 175 

ing, he was a great stay-at-home and he is playing up Projector, the exper 

reader. the man with all-round knowledge anj IN. 
But Murray Projector decided to go a great respect for details. He isp’ 


+49 
6 ; 
into the life insurance business, and satisfied just to make a sale. He wan} Lo= 
KK develop qualities within himself that to make a convert of every purchase, 
would lead to success. To follow up, he gives the new POlicy. pee 


Consistent in all things, this man of holder an expensive leather wallet 
facts and figures read up on insurance keep his policies in. This emphasizes 


* 






gives you more and how it is sold. Among other things the high value that Mr. Projector place C 
he read a study which laid out in survey on a life insurance policy. He tries to 
sales ammunition fashion the characteristics of a test group draw out questions. As the policy. Well 
of million-dollar producers. holder talks, he whips out a notebook - 
He found that whereas every one con- writes in it. He writes down everything desire 
PROGRAMMING GUIDE formed to a basic pattern with respect that might pertain to the case... some| | ent fc 






to primary essentials, they went on from times he just writes. He stays righ 
there, each in his own way, exhibiting in there being the man who takes grea 
just about all the weaknesses of which pains to have all the facts. He’s being ence | 


failure in selling is compounded. himself, — wr and statistical loan k 
—laying the foundation for repeat bus- 

Play Your Strength "ness. He knows that people don’t give brane 

“If those men were able to sell a UP lightly a connection that is profes} | appré 

million dollars worth of life insurance Sional in nature, so long as the relation- qualif 


ship is satisfactory. 

He keeps a complete file on every 
policyholder he sells, and if one calls your | 
in asking for some date or piece of minor} | fagjlit 
information, he gets out the file and in h 
getting to the answer, manages to pretty ther 
well review the entire policy. That's Natio 
your careful man. He may bore you] | son B 
bit, but you can bet your boots he knows 
his facts. 

After a couple of years, Projector felt 
that he was still short on his public 
relations. So he started getting out a 
monthly mimeographed message on a 
special form headed with the title: “Pro- EX! 
jector’s Prevue” and a sub-title: “For 


a year and break the rules of good 
practice like that,” says Mr. Projector, 
“I made up my mind it was like in sports 
—you play up your strength and play 
down your weakness. I could do that, 
too.” 

Analyzing himself, he saw this pic- 
ture: he wasn’t socially inclined and he 
couldn’t play the good fellow, but he 
liked to read, and absorbed what he 
read. He could be the best informed life 
insurance agent in El Paso. 

So, he didn’t call on strangers but 
worked entirely on referred leads. He 
didn’t join clubs or send out solicitations 





by mail. He never took a prospect to bes Top fe 
lunch. These things, he decided, would Those Who Look Ahead. : bonus f 
The “Prevue” is a non-selling, non- general 


be out of character for him, hence false 


‘ a ha teaching personal organ. It consists of ager 

An effective, 16-page pictorialized er mostly of jokes and light chatter about} | agency 
visual aid for simplified program- Reads Trade Paper Closely anew sree. roy A in a while he rie sg 
ming... leads prospects to do their ; : throws in a plug for life insurance. force. | 
8 1 : z ore ill But he did study up on insurance. He Here’s a sample of Prevue humor, only five-stat 
own planning because it illustrates a read everything he could lay hands on slightly barbed: agents. 
short, direct road to financial security. that would perfect him in the funda- ment a 


mentals of life insurance, from history FROM THE EIGHTH FLOOR replies 


Needs and benefits are pictured and ral 





dramatized for clarity and effect. This rathecnyg tables. He became the in- ‘This is the season for spring colds now| | Chicase 
is one of many selling aids supplied an eager beaver for all the technical that our warmer weather has_ arrived. 
by General American Life to give details that most agents never have time HS reminds me of the following immortal 

“more power to men in the field.” or inclination to wade through. —o- , ‘ ‘ee—oe 

‘He hews to the line of being an edu- sneezed a sneeze into the aif, . 

cator first, a salesman second. He It fell to earth I know not where; Assi 


GENERAL AMERICAN LIFE Scien Gecihns once AOS oe 
policy. He just gives the prospect reams In whose vicinity I snoze. assista 


of literature, fine handbooks on life 


A MUTUAL LEGAL RESERVE LIFE INSURANCE COMPANY insurance, treatises on policies. He Fg Pe gy . — 
knows they won’t read it all, maybe y 
ST. LOUIS, MISSOURI none of it, but he is convinced that they Office, come up and say hello. Remem-| | Addre 


ber, coffee call on the house every week- educat 
day from 9:45 to 10:15. Come in and family 
take a gander at the new furniture, files, 
and etchings. 


get the idea that Projector is a deep 
student of life insurance, an authority 
who attaches great value to basic princi- 














ples. ee ae 
C 0 M Pl E TE In making evening calls, Mr. Projector Naturally, it’s in character, even : 
wears easy clothes—a sport shirt, slacks, 2" individualist, to socialize if you ca 175 
no tie. “You can’t walk in all dressed ©" him at his office! h Our st 
Pp 0 TE C T/ 0 N up and talk to a man in his slippers And here is a tidbit good for a laugh, 
without putting him on somewhat of a srt rn i too: | Bs 
<> strain,” he says. “I think my casual Chinese life insurance comes 
\o™ 2 Agency Franchises Available approach is relaxing, and I have had Worrying about a policy-owner who ha 
c a number of prospects tell me so.” forgotten to mail his premium, sent this 
- ’ memo: “Esteemed policyholder,” kindly} | po, .. 
WA Avoids Drama refrain from joining illustrious ancestors writing 
\ JEFFERSON NATIONAL Nor does he go into any serious or While insignificant premium reposes um] | 97,03 
, dramatic appeal. That, he feels, would paid in offending pocket since meantime tails—y 
CL» dry tipiipieg lo not be the true Murray Projector. In- honorable family, not company, is hold ga 
stead, he tells a-few of his jokes, which, ing the burlap. bores 


amine as aforesaid, sometimes make people And the “Prevue” pays off. Starting 
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WANT ADS 
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BROKERS 


who specialize in military, naval 
and air force business! We offer, 
without war clause and without 
aviation rate-up, 15-Year Endow- 
ment, with Guaranteed 15% 
Profit; 20-Year Endowment, with 
Disability feature; 20-Pay Life; 
20-Pay Endowment at 60. First 
Year Commissions guaranteed— 
Renewals on volume. Address 
L-30, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, 
I. 








LOAN 
CORRESPONDENT 


Well established firm in Winnipeg 
desires to become loan correspond- 
ent for an insurance company. Our 
competent staff has wide experi- 
ence in all phases of the real estate 
loan business. Let our office be your 
branch in this lucrative area. Will 
appraise to your specifications and 
qualify the borrower before submit- 
ting loans to you. We will welcome 
your investigation of our character, 
faciliti:s and background. For fur- 
ther information write L-42, The 
National Underwriter, 175 W. Jack- 
son Blvd., Chicago 4, Ill. 














UNUSUAL AGENCY 
EXECUTIVE OPPORTUNITY 


Top four-figure salary plus incentive increasing 
bonus for agency man age 38-45 experienced in 
general agency supervision and field training 
of agents. Position is in charge of company's 
agency sales direction at home office of mid- 
western legal reserve life insurance company 
having near $50 Million ordinary insurance in 
force. Must be energetic and willing to travel 
five-state area for selection and training of 
agents. Previous home office agency depart- 
ment and LIAMA experience preferable. All 
replies kept confidential. Address L-33, The 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








Assistant Medical Director 


Large Western Life Company wants 
assistant medical director, age 30 to 40 
preferred. Prior experience desirable, in- 
cluding electro-cardiography and x-ray. 
Address letter outlining personal history, 
education, experience, present salary and 
family status to 


Box L-44 


The National Underwriter 
175 W. Jackson Blvd., Chicago 4, Ill. 
Our staff knows of this ad. 








UNUSUAL OPPORTUNITY 


For a young man qupovinncad in Life Under- 
writing and Home Office accounting system in 
an Ohio Life company. Earnings commensurate 
with ability and experience. Write us the de- 
tails—your loweiry will be kept confidential. 
Address L-47, The National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Ill. 











with a mailing list of 700, it now goes 
to. 1,000 names. Among the “subscrib- 
ers” are a few competitors who asked 
for it, and the publisher is happy to 
oblige. It all builds up Projector. 

The long and short of it is, as Mr. 
Projector sums it up: “What the million- 
dollar men have in common is not what 
we've been taught. There is a remark- 
able diversity of devices that succeed, 
and you don’t have to copy another 
man’s successful ways if you can find 
some that suit you better. Just do the 
basic things that are necessary to good 
practice. Otherwise,“ spend your time 
and efforts on methods that fit you, your- 
self. Left-handed men shouldn’t have 
to swing right-handed. Play to your 
strength and cover up your weakness.” 


LIFE MANAGERS 


Weide Heads Austin 
Life Managers Club 


Austin, Tex., Life Managers Club has 
elected these officers: Boyd Weide, 
Minnesota Mutual, president; Harry 
Griffiths, American National, vice-presi- 
dent; Raymond Bromley, Southland 
Life, secretary. 

In a discussion of recruiting, the mat- 
ter of approaching men employed in 
stores as salesmen was discussed. It 
developed that some of the Austin busi- 
ness men have been angered because 
their salesmen were approached. 

There was much difference of opinion 
on the matter of the agent who be- 
lieves he can pick up easy money by 
placing fire and casualty insurance. 
Some of the managers said their com- 
panies employ men on a full-time basis 
and permit no selling of other insur- 
ance. 














Farrell Gives Demonstration 


At a meeting of San Antonio Life 
Managers Club D. J. Farrell, Pacific 
Mutual, presented the audio-visual sales 
equipment used by his company. He 
also explained the cost of such equip- 
ment and its advantages. 





Chicago Managers Gather 


John D. Marsh, Lincoln National Life, 
Washington, D. C., secretary of N.A 
L.U., will be guest speaker at the May 
16 annual meeting of Chicago man- 
agers. A. D. Crow, Lincoln National 
Life, will preside. 





Chicago Supervisors Meet 


Russell C. Tomlinson, New England 
Mutual Life; W. G. Van der Voort, 
Connecticut Mutual ‘Life; LeRoy W. 
Melms, Travelers, and Edgar D. Tripple, 
Rockwood Company, will speak at 
the May 15 meeting of Chicago super- 
visors. 


Round Table at Oakland 


Oakland-East Bay General Agents & 
Managers Assn. had a round table dis- 
cussion at its May 6 dinner meeting, 
preceded by a fellowship hour. Discus- 
sion leaders were Samuel W. Coombs, 
Equitable Society, and Paul E. Demeter, 
Northwestern Mutual. Moderators were 
Edgar M. Kelley, Prudential, and Wil- 
liam C. Ulrich, Lincoln National. 


Columbus Elects Woodley 


Gerald A. B. Woodley, Home Life, 
was elected president of Life Managers 
& General Agents Assn. of Columbus 
at its annual meeting. Burton C. 
Holmes, Aetna, was named vice-president 
and Victor K. Miller, Connecticut Mu- 
tual Life, secretary-treasurer. Wives 
were guests at the dinner held in con- 
nection with the meeting. Attendance 
was the largest ever at an annual meet- 
ing. 











Fort Worth managers reviewed chap- 
ters 7 and 8 of “Management Methods” 
at the May meeting. > 





Five For One At 21 
Improved! 


“Five FOR ONE AT 21” was just a phrase 
in 1944 when Occidental introduced its 
Junior Estate plan “‘for little folk with 
big futures.” 

But ‘dads who can dream” quickly saw 
in Junior Estate the most sensible plan 
of juvenile insurance ever devised. For 
this policy that ‘grows as the child grows” 


solves the problem of children reaching 


maturity uninsured . .. underinsured . . . or 
uninsurable. 

Now Occidental announces a new, im- 
proved Junior Estate policy with all the 
advantages of the old plus a low, partici- 
pating premium rate, competitive net cost, 
and an age 21 choice between Life Paid-up 
at 65 and Retirement Income at 65. 


A Star in the West...% 


OCCIDEMTAL LIFE insurance COMPANY OF CALIFORNIA 


W. B. STANNARD, Vice President 


WE PAY AGENTS LIFETIME RENEWALS...THEY LAST AS LONG AS YOU DO 

















INSPILING. «iso 


gramming, are Pacific Mutual’s complete personal pro- 
tection plans. One reason —ACCIDENT & SICKNESS DISABILITY 


INCOME puts living action into cold-figure analysis. 


LIFE INSURANCE COMPANY 


HOME OFFICE—LOS ANGELES, CALIF. 
Doing business only through General Agencies 
located in 40 states and the District of Columbia 


iinet 


























WORLD INSURA 





HteNATIONAL 








SALABLE POLICIES... 
Individual non-cancellable A & H 


Non-confining lifetime A & H, available 
with non-cancellable features 








Hospital expense — No age limit 
Medical and surgical expense 






All popular life insurance plans, includ- 
ing coupon investment 


A & Hand Life group and franchise plans 
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Edward Dosek, president of Americay 
Protective H. & A. 

Homer Rose, examiner for the Ne. 

braska department, spoke on his duties 

in conjunction with A. & H. companies, 


No DBL Special Fund 
Assessment in New York 


There will be no assessment this year 
under the New York state disability 
benefits law to replenish the special 
fund for disability benefits, Miss Mary 
Donlon, chairman of the workmen’ 
compensation board and administrator 
of the disability benefits program, states, 

Assessment against carriers which 
provide disability benefits is levied at 
the close of the fical year, March 31, 
whenever the balance in the fund on 


N.C.A.A. Committee Accepts 
Plan for Covering Athletes 


The proposal of Royal-Liverpool for 
accident coverage of athletes in colleges 
belonging to National Collegiate Ath- 
letic Assn. has been accepted ‘by a com- 
mittee of N.C.A.A., which currently is 
attempting to enroll its various member 
colleges in the plan. 

The insurance, ‘which would become 
effective Sept. 1, would cover all medical 
expenses of all athletes enrolled in the 
college sports program. There is a $250 
deductible and a $5,000 over-all limit. 
The cost is $1 per year per athlete, the 
premium to be paid by the college. The 
estimated potential enrollment in the 
plan is between 60,000 and 70,000. The 
college notifies insurer of athletes in- 


LiBERAL CONTRACT... 





on both A & H and Life 


PROGRESSIVE COMPANY ... 





Proven agency-minded 


[ if This Is 
What You Want 
WRITE TODAY 
IN COMPLETE CONFIDENCE 


TO 
A.B. OLSON, AGENCY VICE PRESIDENT 


Home Office 


Vested renewals to managers and agents 
Top commission and renewal schedules 


Production and persistency bonuses 


15th largest in A & H premium income 
$134,000,000 life in force in 7 years 






ee i. 


Omaha, Nebraska 


sured. 












president of Lincoln (Neb.) 
A. & H. Underwriters. 





vice-president. Retiring 


Hall Eastern Neb. President 


Howard E. Hall, manager of the east- 
ern Nebraska agency of the Woodmen 
Accident companies, was installed as 
f Assn. of 
S. S. Lowell, 
Business Men’s Assurance, is the new 
president 












FRATERNALS 








high chief 


ranger, was host to 
descendants of 


the founders. 


convention in August. 





at Boston City hospital. 


the committee on fraternal 





war, 


town, Mass. 


Catholic Foresters Hold First 
Function in New Building 


The Catholic Order of Foresters held 
an open house in its newly built home 
office in Chicago on the 69th anniver- 
sary of its founding. Thomas Heaney, 


Heaney said the new $2 million 4-story 
home office of the order will be dedi- 
cated formally during the international 


NORMAN D. MacKAY, 33, royal 
secretary Order of Scottish Clans, died 
Mr. MacKay 
had been named chairman recently of 
week for 
this year by Luke E. Hart, president 
of National Fraternal Congress. He at- 
tended Boston University and lost a leg 
at Chateau Thierry in the first world 
He joined Scottish Clans in 1928 
and became royal secretary last year. 
He was a former selectman of Water- 
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WOODWARD AVENUE 


DETROIT 


WHEN YOU HAVE 
MORE TO OFFER! 


Deéscover, for yourself, the many extra benefits 
offered in all forms of The Maccabees insur- 
ance programs. All types of life protection, 
including juvenile, are available as well as 
liberal hospital-medical and surgical plans. 


Compare these programs and their many 


plus features with any other on the market. 
You will find great financial and personal 
satisfaction in representing one of America’s 
foremost Fraternal Benefit Societies. 





Write today, for 
complete information. 





MACCABEES 


RESERVE INSURANCE 


MICHIGAN 
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that date is $1 million or more below 
either $12 million or twice the total 
benefits paid out of the fund during the 
preceding fiscal year, whichever is the 
greater. y 

Net assets of the special fund April 1, 
1952, were $11,630,772. Benefits paid out 
of the fund the previous year totalled 
$556,498. Accordingly, Miss Donlon has 
ruled that no assessment is necessary 
this year. 

Benefits are paid out of the special 
fund only to workers who have been 
unemployed for at least four weeks 
when disability begins, and to employes 
of a very few employers who violate 
their obligation to provide disability 
benefits for their employes, as the law 
requires. A factor in reducing benefit 
payments during the past fiscal year was 
the absence of any serious epidemic or 
other bad health condition in the state. 
The generally high level of employ- 
ment also meant relatively fewer claims 
were filed by the unemployed against 
the special fund. 





Sales Congress at St. Paul 


The sales congress sponsored by 
Minnesota A. & H. Assn. at St. Paul 
May 9, has a program of 19 speakers, 
Heading the list is Carl A. Ernst of 
North American Life & Casualty, St. 
Paul, president of the International 
association. Alvin Langehaug, superin- 
tendent of Fairview hospital of Minne- 
apolis, is to talk on “Hospitalization 
Trends.” 

There are two panel sessions, with 
Frank Whaley, Pacific Mutual Life, 
in charge of one on “Sales Quickies,” 
and the other, under Harvey Thomp- 
son, Washington National, on “Power- 
ful Laws of Selling.” 

Commissioner Nelson of Minnesota, 
who was active in the state association 
when he was with Business Men’s As- 
surance, will officiate at a session honor- 
ing members of the Leading Producers 
Round Table. 


Income Cover CPCU Topic 


At the C.P.C.U. institute at Univer- 
sity of Connecticut June 17-19, “Income 
Protection” will be explored the second 
day by Arthur B. Guest of Booth, Pot- 
ter, Seal & Co., Philadelphia; William 
Smerling, New York manager of the 
Connecticut General Life, and Paul 
Britt, secretary of Connecticut General. 








Warns on Nomenclature 


Commissioner Leslie of Pennsylvania 
has written companies doing an A. & H. 
business that he will withdraw approval 
of policies wherein such words as 
“group” “non-cancellable” or “guaran- 
teed renewable” are misused. 

The commissioner says that he has 
found that some companies writing s0- 
called “professional” group disability 
issue policies which by their terms of 
by riders limit the right of the company 
to refuse to renew to non-payment 0 
premium; attainment of a certain age; 
withdrawal of the insured from active 
practice in his profession or occupation, 
or unless the insurance company refuses 
to renewal all such policies issued to 
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members of the named profession or 
occupation within the state. Such pol- 
icies are not non-cancellable or guaran- 
teed renewable within the definition of 
the Pennsylvania statutes, nor do they 
come Within the statutory definition of 
group insurance, Mr. Leslie says. He 
adds the only language accurately de- 
scribing the rights of the insured should 
be used. 


N. W. Wis. Assn. Meets 

Northwest Wisconsin A. & H. Under- 
writers Assn. held its spring meeting at 
Eau Claire, Wis., starting with a lunch- 
eon and running through the afternoon. 
Gibson Wright, Continental Casualty 
president, was in charge. ; 

The program was presented by offi- 
cers of the Wisconsin and Milwaukee 
associations. <A. Anderson, Milwau- 
kee, Massachusetts Protective, state 
president, spoke on the benefits of state 
and national membership, as did Thomas 
Callahan, Time, Milwaukee, Interna- 
tional association director. 

Other speakers were Syd L. Horman, 
Time, Milwaukee, legislative chairman; 
Leo E. Packard, Packard-Carson agen- 
cy, Milwaukee, state and Milwaukee sec- 
retary; Alex Siegner, Business Men’s 
Assurance, Milwaukee, state vice-presi- 
dent, and A. K. Perego, Paul Revere, 
Milwaukee, past president. 


SALES MEETS 


Contest Winners Honored 


Austin Life, Austin, Tex., held an 
agency meeting at the conclusion of a 
two-week production contest, under the 
direction of Allen Cain, agency vice- 
president, and Jack E. Neff, agency 
adviser. Speaker at the luncheon, honor- 
ing the winners, was W. G. Knox, legal 
adviser to the Texas commissioners. 











Plan Next Year’s Meetings 


The 1953 conference of Massachu- 
setts Mutual Life general agents has 
been set for March 30-April 1, at 
Chandler, Ariz. ‘Regional agent meet- 
ings for the south, west, midwest, and 
east, have been scheduled as follows: 
Asheville, N. C., May 25-27; Santa Bar- 
bara, Cal., June 8-10; Mackinac Island, 
Mich., June 15-17, and Dixville Notch, 
N.H., June 29-July 1. 


Carroll Has Agency Meeting 


M. A. Carroll, general agent of North- 
western Mutual for central Wisconsin, 
was host to his agency force at a one- 
day meeting at Oshkosh. Seventy-six 
agents heard talks by W. P. Hughes, 
assistant director of agencies; Kenneth 
Smart, assistant counsel, and William , 
B. Minehan, secretary, in the afternoon. | 
Donald Slichter, vice-president in charge 
of bonds and security investments, was 
the banquet speaker. 

Awards were made by Mr. Carroll to | 
agents leading in various divisions of 


production. The late Louis Schreiber, 
president of First National Bank of 
Oshkosh, who had been a trustee of 
Northwestern Mutual since 1927, was 
eulogized. 





ee oe 


Wardlaw Book Published 
“Top Secrets of Successful Selling: 
Thought Plus Action,” by Jack Ward- 


a life qualifying member of the Million 
Dollar Round Table, has been published 
by Wilfred Funk, Inc., New York City. 
Mr. Wardlaw describes the methods 
that have brought him such a high de- 
gree of success in life insurance selling 
but there is much of value to the gen- 
eral reader as well. 





THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1893 
4 Legal Reserve Fraternai Benefit Society 


Agnes E. Koob Dorothy H. Needham 
Supreme President Supreme Secretary | | 
Port Huron, Michigan 
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Company Writings 
in California Given 


All figures are for ordinary unless desig- 
nated (G) for group or (I) for industrial. 
New business figures include business revived 
and increased as well as new business paid for. 


New Business In Force 
$ $ 
Wee co ccleoesns 20,717,451 161,443,518 
MRR fi iso Vase evass 18,448,305 167,505,930 
(G) 433,880,950 819,885,536 
American Mut. .... 844,475 11,317,012 
American Nat. .... 34,842,814 121,027,946 
(G) 643,500 643,500 
(I) 31,099,492 147,533,419 
Amer. United ..... 780,902 5,764,522 
(G) 488 1,729,546 
PC ee er ee 1,156,745 ,252,411 
Bankers, Iowa .... 6,841,470 58,192,664 
(G) 12,762,646 55,599,841 
Bankers Nat, ...... 310,898 3,270,708 
Bankers, Neb. ..... 8,326,622 21,050,286 | 
Bankers Sec. ...... 1,110,559 660,703 
Bankers Union 117,500 280,000 
Beneficial ....:6:. 6e.0 10,452,319 56,115,356 
Beneficial Stand. , 4,956,850 11,733,445 
(G) 76,000 582,000 
Ben. Assn. Ry...... 92,888 149,110 
3usiness Men’s .... 3,620,765 67,459,136 
. (G) 234,400 77,000 
Cals WMO cca eiecce'es 3,439,631 7,234,860 
(1) 167,791 127,516 
Cal-Farm Life .... 10,984,500 10,918,000 
Cal.-Western States. 56,738,705 368,938,250 
(G) 24,511,500 143,540,523 
Canada Life ...... 1,955,161 20,901,302 
(G) 299,050 1,743,450 
COMEOR 6 pice claw cree 911,351 9,876,826 
Central, Iowa ...... 711,955 7,601,676 
Central I .s:csces 5,021,357 19,206,318 
(1) $4,000 92,600 
Citizens L. & C..... 1,538,131 2,125,406 
(1) 1,901,681 1,933,045 
Columbian Nat. ... 4,415,255 18,935,334 
(G) = 18,935,334 4,366,307 
Ca) Mare ee 120 
Columbus Mut. .... 1,790,810 7,015,753 
Conn. Gen. ........ 19,409,259 92,905,865 
(G) 44,371,450 134,057,381 
Cam. DE ccietaes s 18,958,158 146,997,112 
Constitution ....... 7,249,238 33,359,172 
(G) 5,292,599 26,654,813 
(1) 2,117,847 7,868,637 
Continental «<<... 15,829,462 44,659,874 
(G) 24,242,269 29,810,044 
123) | Soa ae ar rege 64,825 40,545 
Créwn Efe ..o ces. 3,492,500 11,356,536 
(G) 99,500 180,000 
Cuna Mutual ...... 249,579 917,351 
(G) 15,060,093 70,140,077 
Equitable Soc. . 74,019,928 539,437,308 
(G) 67,614,486 596,278,617 
Equitable, Iowa .... 12,361,408 84,048,941 | 
Expressmen’s ...... 77,225 2,166,727 
Farm Bureau ..... 6,200 1,866,086 
Federal Life ...... 3,948,228 11,400,983 
(G) $04,550 3,394,300 
C3) Sere ye 200 
Federal L. & C..... 84,444 748,699 
Fidelity Mutual .... 2,715,331 30,933,017 
Forest Lawn ..... 3,957,499 15,783,175 
(G) 748,946 1,136,861 
Franklin ......000.- 27,652,575 91,878,465 
General Amer. .... 2,461,100 16,579,697 | 
(G) 1,781,636 10,052,854 
Golden State ...... 5,180,933 22,490,887 | 
(1) 8,564,036 34,646,921 
Great Northwest .. 379,953 1,061,081 | 
Great-West Life ... 15,953,733 54,775,882 
(G) 1,198,000 14,752,334 
Guarantee Mutual.. 3,765,103 31,204,310 | 
Guaranty Union 12,522,382 39,406,995 
(G) 14,752,336 15,526,600 
Guardian, N. Y. .. 7,458,129 39,774,243 
(G) 106,000 106,000 
Bipane,. Nin Feo. os:6.5 4,996,187 21,487,545 
Homesteaders 45,369 4,956,983 
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U.S. LIFE... 


a better life to live! 


When you are outside the city, here are five simple rules 
recommended by leading authorities for protection of 


our beautiful fields and forests: 


Break your match . . . every time. 
Crush your cigarette ... every time. 
Drown your campfire . . . every time. 
Don’t throw cigarettes from cars. 

If you burn brush, check beforehand 


with your local ranger or fire warden. 
These 5 rules help to make U.S. Life... 
a Better Life to Live. 


xk ke & 


Agents and brokers will find the United States Life portfolio of 
Group Insurance plans most complete. 

You may count upon the fullest cooperation from United States 
Life specialists . . . experienced in every aspect of insurance 
broker. 


service which will help the agent and the 





United States Life 


INSURANCE COMPANY 


5 IN THE CITY of NEW YORK 





84 WILLIAM ST., NEW YORK 38, N.Y. 








IT WAS IW 18 


THE HIGHLY POLISHED POLES USED IN THE 


THAT WAS THE YEAR 
MODERN WOODMEN OF AMERICA 
WAS ESTABLISHED 


OLD RED BRICK HOSE HOUSE WERE INVENTED 


















































What Modern Woodmen Has Done in Its Sixty-Nine Years 


2 Modern Woodmen now has a sixty-nine-year record of faithful 
service to insureds and beneficiaries. 


More than $760,000,000 has been paid in benefits. 
Our record of prompt payment is unsurpassed. 
Assets exceed $167,600,000 in a strong investment portfolio. 


Twenty-five Modern Woodmen certificate forms are issued 
we insure every member of the family from birth to age 60. 


Those insured in Modern Woodmen automatically receive THE 
POLIO-PROTECTION PLUS at no extra cost. Members re- 
ceive immediate payment of $250.00 when polio 
strikes; an additional payment of $250.00 if 
= attack results in crippling after-effects or 
leath. 


oOo Wawn 


Tue 








Pat 
Pl 


MODERN WOODMEN OF AMERICA 
ROCK ISLAND, ILLINOIS 














20 
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New Business In Force 
$ 
Teaperial os ccvcccese 384,508 4,180,586 
(G) 392,000 1,045,010 
Jefferson Stand. .. 5,341,669 33,919,337 
John Hancock eee 40,200,288 262,452,701 
(G) 31,034,132 201,390,017 
(I) 13,836,871 96,002,534 
COATES, HERFURTH & 
CONSULTING ACTUARIES 
San Francisco Denver Los Angeles 

















ILLINOIS 


CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 























Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 
16 S. La Salle St., Chicago 3, Illinols 
Telephone FRanklin 2-4020 


erry S. Tressel, M.A.1.A. 
a oifman, F.S.A. Wm. H. Gitiatte, C.P.A. 


A. Moscovitch, A.S.A . P. Kelly 
ebert Murray 


INDIANA & NEBRASKA 


Haight, Davis & Haight. Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 






































NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS - KANSAS CITY 





























NEW YORK 
Consulting Actuaries 


Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 














PENNSYLVANIA 
FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 
PHILADELPHIA 








THE BOURSE 

















VIRGINIA & GEORGIA 
BOWLES, ANDREWS & 
TOWNE 








Consulting Actuaries 
Employee Benefit Plans 
RICHMOND e ATLANTA 























Kansas City 


(G) 
Lincoln Nat. .....- 
(G) 
Loyal Protect. ome 
Lutheran Mutual 
Manhattan ........ 
(G) 
Manufacturers oo 
(G) 
Mass... Mutual ..... 
(G) 
Metropolitan ...... 
(G) 
(1) 
Midland Mut, ..... 
Midland Nat. ...... 
Minn. Mutual ...., 
(G) 
Monarch, Man. .... 
Mut. Ben. Life..... 
Mutual, N; ¥. -...0% 
National L. & A..... 
(G) 
(1) 
National, Iowa .... 
National, Vt. ...... 
Nat. Reserve ...... 
Nat. Travelers 
New England ..... 
New World ....... 
Wis Es CREO Sv cee eas 
(G) 
North Amer. Acc... 
North Amer., II... 
(G) 
Northern: s-5 5042-5 2.00 
(G) 


Northwestern Mut... 
Northwestern Nat... 

(G) 
Occidental, Cal. 
Ohio Nat. 
Ohio State 
Old Line 
Old Republic Cre. 


Order of Ry. Emp. 
Pacific Mutual ..... 

G) 
Papiic Wat... ¢..+4.% 
Paul Revere ....... 

(G) 
Penn. Mutual ..... 
a Ae 
Phoenix Mutual .... 
Pierce Ins. ..-.. «++ 

(G) 


Presbyterian Min... 


Provident L. & A... 
(G) 
Provident Mut. .... 
Prudential ........ 
(G) 
(1) 
Reliance, Pa. ...... 
ee oy ee re ee ices 


Security Benefit 
Security L. & 


(G) 
Security Mutual 
Standard Ins. ..... 
State Farm ....... 
(G) 
State, IME... 6c 65x 
State Mutual ...... 
(G) 
Sterling: IMS: .i.4.% 
(G) 
Sun, Can. .......-- 
(G) 


Sunset Life 
Supreme Liberty 
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New Business 
$ 


6,775,460 
1,000 


19,201,928 
2,051,000 
491,446 
1,312,390 
12,954,806 
302,000 
12,310,194 
60,322,230 
21,694,843 
2,740,003 
136,288,270 
77,053,678 
42,699,763 
1,876,654 
468,752 
11,356,270 
11,648,000 
2,348,314 
14,644,477 


4,148,023 
124,335,129 
160,000 
806,386 
1,744,647 
182,500 
7,344,840 


4,013,636 
6,214,237 
32,461,567 
87,353,874 


91,836,974 
39,856,235 
7,108,776 
2,992,923 
82,660 
259,142 
5,620,714 
1,902,359 
918,042 
1,891,062 
17,705,666 
32,894 


2,772,366 
5,665,551 
3,151,878 
1,169,986 
187,000 
12,216,739 


12,133,866 


(I 
cy ge Se aes 
(G) 
Union Central ..... 
(G) 
Union Mutual ..... 
(G) 
United Benefit .... 
(G) 
United Fidelity .... 
WHISON FNS va oss 
(1) 
pees Re | err 
(G) 
Unity. Mutual ...... 1,965,500 
(I) 9,902,088 
RaIverenl ho. 5. 56 639,853 
(1) 4,084,121 
Washington Nat.... 4,075,846 
(G) 505,006 
(I) . 10,485,308 
WHORE CORK cescccce) © sewsescs 
FG) sk wiedaics 
Western, Mont. .... 7,950,843 
Westland ........-. 35,106 
Woodmen Central .. 1,832,619 
ye ee re 1,082,947 
(G) 82,500 
Total Ord. ...... 1,652,128,924 
Total Grp. ...... 1,191,451,799 
Total Indust 207,875,084 
Total All Classes.3,051,455,807 
Total Ord., ’51...1,618,163,185 
Total Grp., ’51... 718,990,551 
Total Indust., ’51. 205,088,324 
Total All 
Classes, '51 ....2,542,242,060 
Fraternals 
Aid Assn. for Lutn. 3,288,417 
Alianza Hispano ... 527,274 
Amer. Woodmen ... 123,049 
A.P.U.M.E.C. ......+ 154,350 
Baptist Life ....... 621,345 
Ben. Soc, of Cal.... 870,350 
Ben Hur Life ...... 59,532 
Cath. Foresters ....- 21,000 
Croat. Frat. Un..... 221,570 
Dan. Brotherhood .. 36,875 
Degree of Honor.... £29,701 
Farband Zionist ... 46,351 
Foresters ... 12,940,612 


Indep. 





In Force 


66,394,825 
24,000 
122,196,319 
4,210,500 
2,597,529 
6,705,704 
38,403,643 
186,000 
0,322,230 
1,071,000 
210,172,273 
7,423,820 
321,387,189 
792,256,338 
508,574,160 
5,322,343 
4,324,778 
58,529,020 
12,809,000 
11,720,526 
»793 
»293 
+349 
,000 
7,561 
319 
408 
.515 
6,000 
5,489 
5.173 
903 
60,000 
+734 


6 


1, 





643,816,165 
21,854,453 
14,446,5 


12,499,926 
39,000 
100,357,597 
1,524,885,048 
352,271,482 
398,681,029 
67,724,507 
3,419,040 


46,109 
48,824,241 
40,966,715 

6,101,269 
1,905,990 
238,900 
121,523,714 
18,687,026 
70,500 
501,042 
5,203,024 
246,473,789 
390,902,546 
68,094,561 
3,338,775 
6,501,195 
4,343,867 
57,720,978 
159,000 





181,500 
11,480,977,108 
4,708,287,972 
1,457,133,004 
17,646,398,084 
10,566,482,827 
3,776,894,132 
1,383,746,505 


bo 


bo ODS A REDD OF 


3 
56,441,882 


New Business In Force 
$ 
Internat. Workers 403,300 4,156,410 
a. 2 es sees ences 318,000 6,030,813 
Knights of Col..... 1,636,370 16,174,839 
Luth. Brotherhood . 5,458,133 18,858,878 
Maccabees ........- 1,293,715 11,983,572 
Moa. Woodmen 2,157,729 18,298,749 
Neigh. Woodcraft. 608,499 11,171,827 
Omaha Woodmen .. 2,770,826 11,051,362 
PractoriaNs ....2.¢ 249,750 4,322,273 
Royal Arcanum .... 202,184 976,723 
Ord, Scott. Clans... 54,500 667,253 
Royal Neighbors .. 1,167,714 16,491,142 
Slov. Nat. Ben. Soc. 67,676 1,235,787 
ey See Te ae 250,712 1,474,627 
i Ae. ee iennk jee 421,600 7,808,870 
Sons of Norway.... 162,350 1,135,528 
Standard Life ..... 28,777 1,345,007 
af Pee ee 184,000 1,212,750 
3 oe A a 3 re ay? 300,850 3,887,850 
U. S. Letter Carrier 131,500 1,499,190 
VOrhnOVAY § <....02 06 151,260 698,975 
West. Bohemian 42,941 843,492 
Woman's Ben. ..... 443,360 7,527,333 
Wom, Cath Fores... 69,013 926,925 
Woodmen Circle 480,178 3,187,943 
CS 5 es -05 wie aie wee 38,495,246 261,431,905 


Explain Pioneer 
Medical Covers 


(CONTINUED FROM PAGE 1) 





the coverage and then bring within reach 
of the industrial class. 

So far, rates have been pitched at 
a level adequate to meet the average 
loss requirement. Experience on the 
older ages is much higher than any- 
one has felt it could be. Currently Lib- 
erty Mutual accepts new applicants up 
to age 65, and at that point charges a 


higher rate on renewals. At age 70 
the maximum benefit is reduced to 
$2,000. Except in one state, the policy 


has no time limit within which expenses 
must be incurred. So long as insured 
maintains his insurance in force, the 
company will continue to pay for ex- 
penses incurred for any condition un- 
til the maximum limit is reached. 

If it cancels for any reason except 
unpaid premium, the company pays on 
the same basis as during the continuance 
of a policy for expenses incurred within 
one year from the cancellation date for 
accidents which occur or sickness which 
begin while a policy is in force. 

The company has sold about 500 
policies on an individual or family basis. 
Salesmen are enthusiastic but a large 
volume of sales has not yet developed. 


Outlines R-L Plans 


The $200 or $500 deductible, $5,000 
limit, major medical expense insurance 
issued by Royal-Liverpool was detailed 
by Mr. Ryan. The R-L plans do not 
include coinsurance. Those in favor of 
this feature argue that if insured has to 
pay a part of the medical costs which 
he incurs he is more likely to exercise 
caution. Royal-Liverpool doubts this 
would work out in practice. The few 
statistics available tend to show the 
application of coinsurance has little or 
no effect on the spending habits of 
people with higher incomes. They de- 
mand the best and are seldom likely to 
be deterred by a coinsurance feature. 

His companies are unwilling to saddle 
insured with additional substantial ex- 
penses on top of the deductible amount. 
Insured buys the policy to avoid pay- 
ing catastrophic medical expenses, and 
a 25% coinsurance clause might cost 
him around $1,250, a minor catastrophe 
in itself. He also thinks coinsurance 
may be bad public relations. Coinsur- 
ance is understandable in the insurance 
fraternity, but it often seems very 
complicated to the man in the street. 

The coverage has few exclusions— 
war risk, preexisting conditions, and 


pregnancy—and includes mental or 
nervous disorders. The belief here is 
that persons so afflicted often need 


treatment as much as those suffering 
from a physical disability. The com- 
panies are carefully watching this area 
of cover but the deductible, they be- 
lieve will be a fairly effective barrier 
against hypochondriacs. Also, the two- 
vear limit during which medical ex- 
penses must be incurred is a safeguard 
against mental or nervous disorders 
and prolonged or chronic conditions. 
Royal-Liverpeol is issuing only in- 


dividual and family policies, not group 
which provides good control over the 
business it writes. A special application 
is required. Strict underwriting prac. 
tices are being observed. 

The company uses its normal agenc 
channels to market the coverage, sup- 
plemented by advertising material ¢j. 
rected to agents themselves and algo 
for use by them in approaching clients 
The initial response for agents wa 
such that its stocks of advertising ma. 
terial were temporarily exhausted ang 
for a time shipments ran behind sched. 
ule. A steady volume of business ¢op. 
tinues to flow in. Prospects for the fy. 
ture are bright. 


Cleeton at Indianapolis, 


Reatfirms Major Issues 
(CONTINUED FROM PAGE 3) 


fayette Life, South Bend, state associa. 
tion president, a member of the South 
Bend Managers group but not an off. 
cial delegate to the organization meet. 
ing, expressed doubt that his associa. 
tion had such a by-law requirement 
either. 
Further organizational difficulty arose 
over the question of whether the na. 
tional conference will accept member. 
ship from supervisors. One of the 
directors named by the South Beng 
association was a supervisor. 
_ In view of the difficulties encountered 
it was decided to postpone further or. 
ganization activity pending clarification 
of membership qualifications from the 
national conference and the passage oj 
by-laws by the four existing associations 
to require national membership. 


Honor Pearson’s Memory 


Paul Pfister, chief deputy Indiana De. 
partment, a guest at the meeting, paid 
a brief tribute to former commissioner 
John Pearson, who died on May 4, 
and the meeting observed a moment 
of silence in Mr. Pearson’s memory, 

The association also honored Alden 
Palmer, executive vice-president oi 
R. & R., on his 65th birthday and re- 
tirement as a full-time staff member of 
the organization, where he will remain 
in a consulting capacity. On behalf oj 
the association, Ray Patterson, general 
agent Penn Mutual, presented Mr. 
Palmer with a “diploma” awarding the 
“degree” _of Doctor of Humanity in 
anticipation of a broadening of your 
services to humanity now that you will 
be no longer bound by a regular work 
schedule.” 

Other special guests of the meeting 
included Donald F. Barnes, director oi 
advertising Institute of Life Insurance. 
Mr. Barnes characterized general agents 
and managers as the “key to all the 
work of N.A.L.U. and the Institute.” 

New officers of the Indianapolis man- 
agers elected at the meeting are: Ray 
Hauck, Metropolitan, president; James 
Bettis, Berkshire Life, vice-president: 
Paul Speicher, R. & R., secretary, and 
Hastings Smith, New England Mutual, 
treasurer. 


Credit Insurance Folder 


The advantages of consumer credit 
insurance to installment buyers and 
small loan borrowers are explained point 
by point in a 6-page folder »repared 
by Consumer Credit Insurance Assia. 
Bell building, Chicago, for distribution 
to the public by lending agencies and 
dealers. It is designed as an insert fer 
bills or other mailings and for distribu- 
tion to customers as explanatcry mi 
terial when they transact or make an 
installment purchase. 

Entitled “Consumer Credit Insurance 
Is Bought by Millions,” the folder ex- 
plains just how such life and A. & H. 
insurance protects the user and cites 
its rapid growth as evidence of 1 
value. ; 

The folder states that 15% of 1951 life 
insurance sold was credit life insurance. 


Northwestern Life of Seattle has ap- 
pointed Dr. L. Fred Lundy medical 
director. 
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lar work NOT ME! I want to live in a world with people... people I 
mest like... people who like me... people I can help. I want to 
‘ector oi belong to a community ... not merely rent a tiny space in it! 
lsurance. “ 
il agents Maybe that’s why I became an insurance man... 

cial The other day I was watching young Matt Pearson LISTEN TO “THIS IS YOUR FBI”. .. official crime- 


stitute.” 
lis man- hang out a shiny new shingle. ‘““Matt Pearson, M.D.” I had prevention broadcasts from the files of the 


na something to do with that. I sold Matt’s dad the policy that Federal Burene. of luvestigation . . . anather 
» Jane : jl ; public-service contribution to his community by 
resiieas made sure his son would get the education that got him The Cinttuble Seckety Ingtinentities 
ary, and ; . 

1 that shingle. 

Mutual 8 : EVERY FRIDAY NIGHT - ABC NETWORK 
Every place I go there are hundreds of examples of 


the good I’ve done for my community . . . folks who enjoy 


eal greater peace of mind because of my work. I can’t think of 
“rs and many professions where I would have made a good living 


ob and felt a greater sense of achievement at the same time! 
» Assia, I’m glad I don’t live in a world by myself! I’m glad 
hgh that the Equitable Society is a part of that world. What’s 
oot more, I’m glad I’m a part of the Equitable Society. 
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surance One of a series of advertisements illustrating how a representative of The 


der ex- 
 & i Equitable Life Assurance Society serves his community by selling life insurance. 


THOMAS I. PARKINSON, President 
id cites 393 Seventh Avenue, New York I, N. Y. 
of it, 
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This Man Can Deliver 
Financial Security © 
To You! , ¥ 
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a lot of difference between 


wanting financial security and saving 
it, but— 





Your life insurance agent can deliver 
it to you. 


When it comes to protecting your own 
or your family’s future against the finan- 
cial hazards of injury, illness, death or 
old age, no one can take his place in 
your life. | 


The Lincoln National representative 
in your community brings friendly un-. 
derstanding and expert analysis to your 
problem. He is your merchant of 
financial security and peace of mind. 
You'll find him an able, experienced 
counselor upon whom you can rely for 
sound advice. Consult him about your 
insurance problems. 


THE LINCOLN 

NATIONAL LIFE 
INSURANCE 
COMPANY 


FORT WAYNE I, INDIANA 










Its Name Indicates Its Character > tal 


This ad reproduced from Saturday Evening Post, May 3, 1952 : 





